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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 











A Progressive SURETY and CASUALTY Company 








CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 


Illinois Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwaukee St. Joseph Bay City Altoona 
Cicero Racine St. Louis Flint Chester 
Decatur. Superior Grand Rapids _ Erie 
East St. Louis Madison Nebraska Jackson Harrisburg 
Joliet maha Kalamazoo Philadelphia 
Rockford Kansas Lansing 

Wichita New Hampshire Saginaw Wilkes Barre 
Indiana Topeka Concord York 
Evansville Manchester 

Nashua 

Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
100% the original monthly payment will be increased 

00%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Naseau Street, New York 
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is is the (RIGHT Place 








© EL PASO 


@AMARILLO 


@SAN ANTONIO 


©HUSTON 


For the RIGHT Man to become General Agent for the 
RIGHT Insurance Company 


Why is this the RIGHT Place? 
There’s money in Texas. Money made by oil men and money 
made from oil men. 


Why is this the RIGHT Company? 


This Company is one of the forty-six American Life insurance 
companies with more than $100,000,000 of insurance in force and 
of this group it has the largest ratio of surplus to liabilities. It is 
the second largest American life insurance company of its age 
built other than by consolidation. It has been operated more 
than a quarter of a century. 

It issues policies adjusted to every human need. It had in 1921 
the lowest mortality of any of the $100,000,000 group. 

It had the highest average interest earning save three of the 
$100,000,000 group. 

It has averaged paying its death losses for a period of over twenty- 
six years within twenty-four hours from the time completed proofs 
were received. 


It has litigated but one death claim in twenty-six years. 


This company has a large amount of money loaned in Texas 
territories. It is able to put a general agency in touch with a 
large number of banks who will be ready to take the company’s 
agency. 


If you are the RIGHT Man 


A liberal first year commission. 

A renewal commission for nine years. 

A collection fee during the life of the policy. 
An office allowance. 

An allowance for expense of development. 


Prove you are the RIGHT Man 


by showing us that you are a successful personal producer and 
organizer. That you are financially responsible to the extent of 
at least $25,000. That your standing in your community is such 
that you can make proper connections in Texas. es 


Write Box 999, c/o THE SPECTATOR 




















“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 
SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 
JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 
FIELD WORK AND MORE ADVANCED STUDY 
PRICES: 
Sample copy 50 cents 
$5.00 100 Copies 
9.00 500 Copies 
15.00 1000 Copies 


SPECTATOR COMPANY 
NEW YORK 


12 Copies 

25 Copies 

50 Copies 
THE 
CHICAGO 








BY WILLIAM T. NASH 
In this leaflet is well set forth the experience of a salaried 
man in successfully adapting the life insurance idea to his 
necessities. It clearly shows some of the advantages derived 
from the intelligent use of life insurance by those who depend 
upon their salaries for their livelihood. 
PRICES: 


Single copy $ 0.15 1000 copies 


10C copies 7.00 
25.00 


$40.00 
175.06 


5000 copies 
300.06 


5C0 copies 1000C copies 


BY WILLIAM T. NASH 
The above question is answered in the leaflet bearing the 
inquiry as a title. While it would be obviously impossible 
to name any specific sum which would fit all cases, the author 
replies to the question in a way which readily enables an in- 
dividual farmer to calculate the minimum amount of life insur- 
ance he should carry, and giving convincing reasons therefor, 
thus making the agent’s work easier. 
PRICES: 
$ 0.15 


7.50 
28.00 


$45.00 
210.00 
375.00 


1000 copies 
5000 copies 
10000 copies 


Single copy 
100 copies 
500 copies 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





ONE SALARIED MAN’S EXPERIENCE WITH LIFE INSURANCE {| 








at 135 William Street, New York, N. Y. Entered as second-class matter June 28, 


HOW MUCH LIFE INSURANCE SHOULD A FARMER CARRY? | | 


| 
| 


Tue Spectator is published every Thursday by The Spectator Company, 


at the Postoffice, New York, N. Y., under the act of March 8, 1879. Te Spectator, Volume CX, Number IV, January 25, 1923; $4.00 per annum. 
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ACQUISITION 


How Their Application Is 


LIE acquisition cost rules of the casualty and 
surety companies are about to be put into 
effect. Casualty executives are scanning 

carefully their agency plants with a view to 

the 


conforming them to requirements to 


which they have jointly agreed. The actual 


application of the rules will be brought 

about as rapidly as possible, but some of 
the changes which must be made cannot be accomplished in 
a moment. 

The approaching date for their enforcement is driving be- 
fore it considerable protest from various points in the field. 
A number of agency organizations have expressed their dis- 
approval, some merely for argument’s sake, and a few be- 
cause they really mean it. .\ great many general agents feel 
that a disruption of the agency field is entailed which will 
prove a serious menace to their business. New York brokers 
have brought up the question of their large overhead expense 
necessitating higher commissions than are provided for. 

The executives who drew up and signed the draft of the 
new rules do not themselves believe their work to be in any 
way perfect. The reasons for this are almost too obvious to 
necessitate repeating. There are three distinct forms of cas- 
ualty 
scheme, those having branch offices and those having a large 
Between these three 


organizations—-those holding to the general agency 
number of direct reporting local agents. 
forms, in actual practice, there are no sharp distinctions, since 
many companies are organized along lines combining two or 
even all three of these schemes. But in the drafting of the 
rules these distinctions had to be considered carefully and 
compromises made accordingly. While such compromises were 


Mecessary, yet the very making of them prevented perfect- 


COST RULES 
Likely to Affect the Field 


ing of the rules from the point of view of any group of 
companies or from the point of view of the production men 
in the field. 

A criticism from the field has been that the rules allow for 
a heavy increase in the number of regional and local agents 
and in some cases general agents. This criticism is not un- 
answerable, however. In the first place there is nothing in 
the rules requiring the companies to appoint a definite num- 
ber of agents; rather, the rules require that they keep within 
a specified number. It is, therefore, possible for the repre- 
sentatives of any given field to agree between themselves as 
to the maximum number of each sort of agents which can 
best serve the public needs of that territory and then ask 
their companies to co-operate with them in such a request. 
There cannot be the slightest doubt but that the companies 
would listen to such a proposal very receptively. Indeed the 


likelihood of the being turned down is extremely 


slight. 
But even though the agents make no such move, it seems 
the field to 


appoint various classes of agents in order to bring their plants 


agents 


unlikely that companies will rush madly into 


up to the maximum allowable size. There are good reasons 
why they will not do so. If the production in any given field 
is reasonably satisfactory at present and the public interest is 
being served properly, there is no more reason under the 
rules for a company to increase its representation than there 
The 


number fixed may better be regarded in a double light, first 


was before the maximum restrictions were adopted. 


as a compromise between the general agency and branch office 
plans and second as a direct provision for future business 
growth, such as logically may be expected. 

In other words, it may be said that the rules are being 
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put into force for the purpose of reduc- 


ing acquisition costs and stabilizing the 
business. They should not, therefore, be con- 
strued, as they have been, to mean drastic and 
heartless disruption of the agency field. That 
the application of the rules will disturb, for a 
time, most of the existing plants cannot be 
doubted, but agents may assure themselves that 
executives are in the mood to bring about the 
necessary changes quietly and with fairness to 
all. 

As to the New York brokers, their complaints 
have a local aspect which makes it very difficult 
for the companies to consider them as seriously 
as they otherwise might. No doubt these brokers 
have heavy overhead expenses, especially those 
maintaining special service and inspection de- 
partments. There would seem to be a question 
as to whether these departments are justifiable 
if they require the heavy additional outlay 
claimed by the brokers. Undoubtedly, the pub- 
lic is complaining against the high cost of in- 
surance, and if the brokers feel at all disposed 
to aid in relieving the situation then they must 
join the present movement. If the service and 
inspection departments of the companies are 
not organized to suit the brokers’ needs, then 
their complaint should be lodged against such 
a condition rather than against a move which 
is designed to ultimately reduce insurance costs 
for their clientele. 

The question of authority of the State to so 
strictly regulate the business of casualty insur- 
ance as the new rules do, is doubted in some 

The rules have the approval and 
he New York Insurance Depart- 
of which has been sufficient 





quarters. 


sanction of t 
ment, the influence 
to bring into line several companies which would 
otherwise not have agreed to them. The author- 
ity of the department is found in the new cas- 
| substantially at least, 
by an opinion, recently 


rendered, of ihe attorney-general of New York 


J 


State, which defined the fire insurance-rating 
law. The close similarity of the two laws 
makes an opinion on the one broadly applicable 
It is, therefore, with interest that 
executives await the developments 
retention 
Miller to represent 


to the other. 
casualty 
which may be expected to follow the 
of ex-Governor Nathan I. 
the non-board group of fire insurance companies 
in their effort to limit the broad powers of the 
Rating Organization of New 
as to the limitation of 


Fire Insurance 

York State, 

agencies. 
The rules are written in simple language and 


especially 


are for the most part explicit. So far as 1s 
known only one discrepancy has yet been dis- 


covered. This will be found in section eight of 
the final edited draft, which section relates to 
B states that an office 


agents. P 


appointed as a regional agent, thus 





otmce 
agent maj} 


leaving open the question as to whether an office 





agent designated as a regional agent is entitled 
to both office expense and the additional com- 
mission of a regional agent. If so, an ap- 
pointment as regional office agent would, of 
course, bring an actual remuneration appreciably 
higher than any other type of agent could re- 
( e. This I is b discussed and it is 
likely that some agreement on it will be made in 





case it proves serious. In every other respect 
the rules are clear as to what can and cannot be 
done and allow no opportunity for evasion, a 


strong argument in their favor. 


STATE FUND AGAIN 
Federation Needs Active 
Support 
BEFORE 
jearings On Both Expected Shortly—Can 

3e Defeated by Concerted Opposition 
The Insurance Federation of New York has 
issued a letter to its members calling attention 
New York State 
provide for a 


New York 


TWO BILLS LEGISLATURE 


to two bills now before the 
Legislature, both of which 
monopolistic State fund. 


The letter, which is signed by President 
Indward L. Haskell, chairman of the executive 
committee, Charles Bellinger and Secretary 


Charles H, Willoughby, is as follows: 


Dear Federationist: 


You are now confronted by the most critical situa 
tion in your business career. letermined efforts will 


e weeks to legislate 








be made in the next two or thre 
your business out of existence. An even more strenu 
ous effort is necessary on your to prevent suc! 
action It is up to YOU to make that EFFORT and 
to hegin NOW. 

The Downing bill (Senate No. 22. Introductory 


No. 22) and the Campbell bill (.\ssembly No. 6. In 


troductory No. 6.) both monopolistic 


provide for 


surance, and if 








State fund workmen’s compensation in 
passed would put private insurance companies out of 
usiness in New York State, so far as the writing of 
mpe ion insurance is concerned. You know what 
that v mean to you now and what it would mean 
yo when similar action was taken in regard 
to Fire, Life, Health and Accident, Marine and other 
lines of Insurance. This is the opening wedge and 
ur enemies m not be permitted to drive it in any 
fart than already has been done. 
These bills have powerful backing and State In 


trance advocaies, not only in this State, but all over 
he United States are interested in their passage, be 
cause of the effect such action in New York State would 
ve throughout the country. These bills can be de- 


feated, but earnest work to that end is necessary on 
the part of every individual member of this Federa- 
referred ti the Com 
Campbell bill 


The Downing bill has been 
nittee on Labor and Industry and_ the 
ce the Committee on Judiciary. Hearings soon will be 
order on them. See your Senator and Assembly- 
against 


n at once and urge them to oppose and vote 





the bills. Ask your friends and neighbors to do like 


Iso ask your clicnts to aid you 


for they should 





rested in their defeat for the reason that what 


ever affects the insurance busiicss affects every other 
1ess; and they would not want to have t} 


' 1 operate their 


€ over ane 
“Ifome’ sentiment is what counts with les 
Folks’? can do more good with their 


own legislators than can anybody else. 


nd the “Ifome 


“Now is the time for all good mem to come to the 


aid of their business.” 


less government 


“More business in government anc 


business’’—-that’s the slogan today. Keep the State 


out of the insurance business. It is estimated that the 
ssage of the bills would necessitate the creation of 


new State department with a personnel of approxi 


mately 100.000 employes. Think what that would mean 
to the taxpayers of the State! With your knowledge 
of conditions now prevailing in State insurance opera 
tions, think what it would mean to everybody! Think 
of the vast personnel political machine that would re- 


ut and the opportunity that should be as free frem 


political juggling as the State Banking Department! 
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INDIANA AGENTS MEETs 


James L. Case Speaks on National 
Association 


J. D. MILTENBERGER ELECTED 
PRESIDENT 
Association Will Support Measure to Build 
Up Standard of Agents 


INDIANAPOLIS, INp., January 20.—Substity. 
tion cf dependable service for selfishness, educa- 
tion for ignorance, quality for inefficiency and 
helpful local and State insurance organizations 
for indifferent organizations was urged by 
James L. Case of Norwich, Conn., president of 
the National Association of Insurance Agents, 
in an address before the twenty-third annual 
convention of the Indiana Association of Insur- 
ance Agents held at the Claypool hotel here on 
January 18 and 19. Close to 500 insurance men 
attended the convention. 

Mr. Case reviewed the record of the National 
Association for the past year and predicted a 
“big” year for 1923. “The ethics of the insur- 
ance business demand that in the future fewer 
and better agents shall be appointed, and only 
those who possess character, business ability and 
a reasonable knowledge of insurance laws, cus- 
toms and practices,” he said. 

The speaker said further that a spirit of co- 
operation has been developed between the com- 
panies and the agents. He pledged the power 
of the National Association in efforts to put 
such co-operation in existence everywhere, as 
far as practicable, and he asked the assistance 
of the State organization in this work. 

The Indiana association has liquidated its in- 
National Association, an 
accumulated 1921, 
Liabilities of the na- 
said, were selfish inter- 


debtedness to the 
obligation that had since 
President Case asserted. 
tional organization, he 
ests, inefficient local board members who will not 
attend conventions, and members who will not 
read the insurance journals. 

President Case listed among the assets of the 
organization the association spirit, the efficient 
local boards and the National Agency Bulletin. 
\s to the status of company and agency rela- 
tionship, he said the association had changed 
that from master and servant to senior partner 
“Tf agencies would not rep- 
he said, “there would be 


and junior partner. 
resent underwriters,” 
no underwriters.” 

He urged support of Thomas AE 
Jr., State Insurance Commissioner, in his efforts 
Such a 


McMurray, 


to obtain an agency qualification law. 
law, he said, would qualify the agent as to char- 
acter, business ability and knowledge of con- 
tracts and the insurance laws. 

Jacob D, Miltenberger of Muncie was elected 
He was a candidate for speaker of 
Representatives in the legisla- 

Other officers were: 
EImer Abernathy of South 


dent, and Harry P. Frazier of [vansville, secre- 


president. 
the House of 
elected 


ture of 10921. 


Bend, vice-presi- 
tary-treasurer. 


Equitable Life Insur- 
Life Under- 


Marion A. Nelson of the 
ance Company was elected president of the 


writers Association of St. Louis. 
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Tue SPECTATOR, established in 1868, is a_ weekly 
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FUND INSURANCE 
ke virus of State fund insurance 
seems to be gradually spreading, in 


relation to workmen’s compensation busi- 


Sea ee 


ness particularly, notwithstanding the fact 
that business men in Ohio, where there 
is a monopolistic State fund, have pro- 
nounced against that system. A mon- 
opolistic State fund bill has appeared in 
the New York State Legislature, and bills 
favoring State funds, either monopolistic 
or otherwise, have appeared or are pro- 
jected in several other States. A_ bill 
creating the District of Columbia insur- 
ance fund has appeared in Congress and 
is scheduled for consideration during the 
current week. 

It is peculiar that those who are ad- 
vocating a monopolistic State fund in 
New York State seem to pay no atten- 
tion to the disfavor with which most em- 
regard State 
There has been a State fund in operation 
in New York State for several years, and 


ployers fund insurance. 


if employers desired to avail themselves 
of that service, it has been open to them. 
Nevertheless, it is estimated that but 15 
per cent of the workmen’s compensation 
insurance of the State is placed in the 
State fund. Why, 
strenuous efforts be made to impose State 


then, should such 
fund insurance upon the employers of the 
State, in disregard of their evident pref- 
erence for stock company protection? 
President “more 


business in government and less govern- 


Harding’s slogan, 


ment in business,” is one which is in har- 





mony with sound business principles, and 
any effort to put the State into business, 
either in competition with or to the ex- 
clusion of private enterprise, should re- 
ceive the active opposition of every busi- 
ness man, It is essential that the State 
should be kept out of the insurance busi- 
ness. The establishment of a monopol- 
istic State fund would be the entering 
wedge, which would be followed by the 
conduct of various other kinds of insur- 
ance, and, in turn, by the State going 
into additional lines, thus 
coming into competition with, or exclud- 
ing from their present vocations. thou- 
sands and thousands of people now en- 
gaged in private business, and ultimately 


commercial 


leading to a generally paternalistic, so- 
cialistic and communistic government. 





THE KANSAS GOVERNOR ON LIFE 
INSURANCE 

N the Wichita, Kansas, Eagle, under 

date of January 11, are given the out- 
standing points of Governor Davis’ mes- 
sage to the 1923 Kansas legislature. As 
regards these outstanding points, time 
will show the wisdom or fallacy of some, 
others are immediately discernible as be- 
ing for the public good and one, at least, 
is frankly amusing. To change the sex 
of an old quotation, ““When he was good, 
he was very, very good, but when he was 
horrid.” The estimable 
recommenda- 


had he was 
farmer-Governor, in his 
tions to the law-making body in Kan- 
sas, is reported as saying that the en- 
dorsement by bankers of speculative 
stock selling schemes and bonds and life 
insurance “has become a scandal in every 
part of the State,” and he favors a law 
prohibiting such endorsements. 

The placing of so beneficent an insti- 
tution as life insurance in the same cate- 
gory with speculative stocks and bonds 
provokes a sensation more nearly akin to 
pitying amusement than to anger at the 
folly of this farmer-Governor, apparently 
not very well versed in economical af- 
One is led to the supposition that 
Governor Davis spoke from the depths of 


fairs. 


a private grudge or from an unwarranted 
prejudice against insurance, instead of 
from a basic knowledge such as would 
result from a study of the merits of the 
case. Either that, or else the chief execu- 
tive of the Sunflower State was entirely 
ignorant of the facts. 


5 


Almost all of the leading public men 
in the United States and in other lands 
have openly proclaimed the utility, ne- 
cessity and worth of life insurance as a 
President 
speaking as the head of the na- 


purchase and an investment. 
Harding, 
tion, has expressed his views on the sub- 
ject and has endorsed life insurance as an 
institution which benefits the individual 
and the country. The recent death of 
John Wanamaker, prince, 
showed that Mr. Wanamaker’s business 
and executive experience had proved the 
value of life insurance to his satisfaction 
to such an extent that he had $3,000,000 
worth in force on his own life. 

In the volume “Prominent Patrons of 
Life Insurance,” published by The Spec- 
tator Company, will be found a list of 
many thousand 


merchant 


prominent statesmen, 
professional, and business men, who have 
substantiated their opinions of life insur- 
ance by taking out large amounts on their 
own lives. 

Had Governor Davis exercised a little 
discretion in the preparation of his state- 
ments, the record of what life insurance 
has accomplished in his own State would 
have prevented his regrettable statement, 
which is the more to be decried since it 
emanated from a State official. Charity 
dictates the view that the Governor of 
Kansas acted in good faith, and it is to 
be hoped that the following figures will 
enlighten him somewhat as to the true 
aspects of the situation. On December 
31, 1921, twenty-three life insurance 
companies had a total of $69,894,602 in 
force in mortgage loans in the State of 
Kansas and fifteen life insurance com- 
panies had invested $5,488,685 in the 
stocks and bonds of traction companies, 
commercial enterprises and municipal 
undertakings in that State. In the face 
of these figures, Governor Davis’ out- 
burst appears rather immature and un- 
founded. The figures themselves are not 
complete and the records of all the life 
insurance companies operating in the 
State would probably show the total cash 
These 
benefits, accruing from the institution of 
life insurance to that territory once 
known as the “Bloody Ground,” merely 
point out the aid given to the State by the 
life insurance companies. So much for 
the benefit of life insurance to the State. 


As regards the individual citizens of 


investments to be even greater. 
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“Goosey, Goosey, Gander” 


When people behave foolishly we call 
them geese. The goose has established 
his reputation for folly among the birds. Yet 
you would not guess it when you look at him. 
He appears to be very grave and thoughtful. 


Mother Goose must have understood her 
flock. You notice she addresses the gander 
—not her children of her own sex. The 
gander was wandering aimlessly about—get- 
ting nowhere; accomplishing nothing. Even 
Mother Goose could see how foolish that 


was. 


Doubiless she gave him a good, motherly 
lecture; told him to get a job; stick to it and 
make something of himself. If they had 
had life insurance policies in those days she 
would have advised him to take out one; for 
even Mother Goose could see that our ac- 
complishment should not end with our 
lives. At any rate, she gave him, and us, a 
warning against purposeless idleness and 
taught us to have an aim in life; and to keep 


our minds upon it. 


s 


It’s a fine thing to accumulate an estate; 
and life insurance offers a very safe plan 
for doing it. 


The Prudential 
Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














Kansas, life insurance is an even more 
valuable blessing. It enables a man to 
make certain of the future welfare of his 
family and his estate, it pays doctor’s 
bills and funeral expenses in the event of 
his death, it provides for the education 
of his children and, in case of business 
partnerships and corporations, it prevents 
the death of any member or members 
from causing the disruption and loss of 
the enterprise. Most of the great in- 
dustries of the nation are taking out in- 
surance on the lives of their leaders, thus 
proving the solidity of the foundation 
upon which the institution of life insur- 
ance rests. 

Added to this is the fact that the record 
of old line, legal reserve life insurance, 
showing a safety factor as high as or high- 
er than that of the banking institutions in 
the country, will bring conviction to those 
who have any doubt of its integrity. At 
the close of the year 1921 the insurance 
companies in the United States possessed 
total assets of approximately eight billion 
dollars. To suppose that the people of 
this nation would willingly and gladly 
invest such a sum in an institution which 
was not based on the most solid founda- 
tion, and which was not for the national 
good, is to deny them the power of logical 
thought. How, then, can life insurance 
be classed with “speculative stock selling 
schemes and bonds”? It would be more 
within the bounds of reason and fact if 
the Governor of Kansas urged the bank- 
ers of that State to recommend the pur- 
chase of life insurance on all possible 
occasions rather than to seek to prohibit 
such recommendations. Could Governor 
Davis persuade the head of every family 
in his State to take out a life insurance 
policy, it would be the crowning achieve- 
ment of his executive career. 

In the December 28 issue of THE SPEC- 
TATOR will be found a letter from Gover- 
nor Alfred E. Smith of the State of New 
York, addressed to the editor of this jour- 
nal, in which he says in part: “Life insur- 
ance is a simple and effective method of 
compulsory saving. I believe in it strong- 
ly.” We commend this letter to the care- 
ful consideration of Governor Davis of 
Kansas and trust that he will familiarize 
himself with the matter before he ven- 
tures another opinion on the institution 
of life insurance. 
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NEW LIFE INSURANCE 


Life Presidents’ Association Compiles 
Estimates 


TOTAL PRODUCTION OF FORTY COM- 
PANIES IS $6,383,415,870 


Per Cent of Increase Over 1921 Is 12.24 


Twenty-five per cent more new life insurance 
was bought by the American people in Decem- 
ber of 1922 than in December, 1921, according 
to the monthly new business report just fur- 
nished to the United States Department of 
Commerce at Washington by the Association 
of Life Insurance Presidents. Adding this 
outstanding record to the experience of the 
other eleven months previously furnished to 
the department shows that the total new life 
insurance business for 1922 was more than 12 
per cent above the amount bought in 192I1. 

The new life insurance paid for last month 
was $710,800,000 as against $569,600,000 for 
December of 1921, a gain of more than $141,- 
000,000. The new business for 1922 totaled 
$6,383,000,000, as compared with $5,687,000,000 
in 1921. These figures are from current 
monthly reports collected for the Department 
sf Commerce by the association from forty of 
its member companies. They include the aggre- 
gate new business paid for, exclusive of revivals, 
increase and dividend additions, of companies 
which have in force 77 per cent of the total 
legal reserve life insurance outstanding in the 
United States and, therefore, show the trend 
of the life insurance business in the country 
as a whole. 

A summary of the month-to-month produc- 
tion of the forty companies in 1922, as com- 
pared with 1921, is illuminating in showing the 
progressive increase experienced in 1922 and 
its possible relationship to the outlook for 1923. 
This summary follows: 

Ordinary new life insurance during 1922 
totaled $4,743,000,000 as against $4,341,000,000 
in 1921, a gain of $402,000,000, or 9% per cent. 
The industrial new business for 1922 amounted 
to $1,418,000,000 as against $1,257,000,000 in 
1921, a gain of $161,000,000, or 13 per cent 
and group business, $221,000,000 as against $88,- 
000,000 in 1921, a gain of $133,000,000, or 151 
per cent. 


Using the figures of the forty companies re- 
ferred to here as a basis for calculating the 
amount issued by companies not reporting to the 
association and also including revivals, increases 
and dividend additions, the association estimates 
that the total new insurance acquired by the 
American public in 1922 was more than $o,- 
500,000,000 as against $8,730,000,000 purchased 
in 1921, or an increase of $770,000,000, 


West Coast Life’s Preliminary Figures 

The year 1922 was a very successful one for 
the West Coast Life of San Francisco for, while 
recording a substantial development in paid-for 
new business and also in business in force, it 
has made an exceptionally large increase, esti- 
mated at over $165,000, in its free surplus, in- 
creasing that figure from $247,000 to over $410,- 
000. This surplus is arrived at after conserva- 
tively marking down investment values where 
necessary, and also after making substantial 
provision for dividends to policyholders and re- 
serves for all other liabilities. 

The assets of the company are estimated, in 
round figures, at over $7,800,000, or an increase 
well over a million dollars for the year. 

The new business paid for in 1922 is esti- 
mated at $11,560,000, compared with $8,104,000 
for 192I, or an increase of approximately $3,- 
500,000 over the previous year’s figures. 

The business in force in round figures, it is 
estimated, now amounts to $51,000,000, as com- 
pared with $46,684,000 at the end of 1921, repre- 
senting an increase for the year of $4,250,000. 

The mortality rate has been very favorable 
and it is estimated that the ratio of actual 
mortality to expected will be 49 per cent. 

During the year 1922 the company’s lapse 
rate, both as regards amount of lapses and per- 
centage of lapse to insurance in force, has mate- 
rially decreased when compared with 1921. 


President of Reinsurance Life 

R. M. Malpas has been elected president of 
the Reinsurance Life Company of Des Moines, 
succeeding H. B. Hawley, who resigned. Mr. 
Hawley becomes chairman of the board of 
directors. 

Mr. Malpas has been secretary of the com- 
pany and is thoroughly capable of continuing 
the successful management of Mr. Hawley. 


TOTAL NEW LIFE INSURANCE (PAID-FOR) AS REPORTED BY FORTY COMPANIES TO 


THE ASSOCIATION OF 


LIFE 


INSURANCE PRESIDENTS 











Per Cent 

Increase or Increase or 

———Amount of Insurance* — Decrzase, Decrease, 

1921 1922 1922 1922 

TaN yE are cea orgs awe sees $433,118,253 $422,539,841 —$10,578,412 —2.44 
BebBHaLy | <coo nacaie daewoo. 449,216,648 479,945,311 30,728,663 6.84 
EE CIR ite nel Ne ip earaea 588,205,185 567,888,129 5.52 
PSN oiiha oral tecc evden ae eer e 513,091,864 55 8.35 
BASE Oates caw fons Stn a ree 528,698,999 6.73 
SCR ees ornate evi erences 495,512,125 553,134,564 11.63 
Tilt cain -anmetoo es Piiae sarc 438,093,425 527,099,472 89,006,047 20.32 
to re eewaleaeweee: 418,859,270 496,937,835 78,078,564 18.64 
DEMPAMINER os yacs eee newe ns - 406,603,414 452,831,253 46,227,838 11.37 
1 SA Ce ay 462,689,923 520,083,943 57,394,021 12.40 
NOCEMBAE: anc ois aicnreaeeteoeets 433,673,281 531,852,077 98,178,796 22.64 
OOMIER vo caswic oe cate 569,654,971 710,873,104 141,218,133 24.79 
UUW ea Bs cee eyaroee ecierecreie> $5,687,417,359 $6,383,415,870 $695,998,511 12.24 

*The information listed above includes new business only, exclusive of revivals, increases and dividend 

additions, 
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PRUDENTIAL LONGEVITY SERVICE 
Will Be Available to All Policyholders of 
Three Years’ Standing and Carrying 

$1000 of Insurance 

The Prudential Insurance Company of 
America will about March I introduce among 
ordinary policyholders of three years’ standing 
a new system of health service. This service 
will be available to all holders of $1000 or 
more of life insurance with the company and 
will be known as the Prudential Longevity 
Service. 

The service will be divided into three classes— 
the first being merely a urinalysis test, the sec- 
ond advice and information regarding possible 
defects in condition as shown by urinalysis, 
and the third a system of co-operation with 
local physicians by offering complete laboratory 
facilities for such urine, blood and other tests 
as may be necessary. 

The company expects this service to be of 
great value to its policyholders and also of 
great aid in the collection of important health 
and mortality statistics. 


A. 0. Eliason Starts Tour 

A, O. Eliason, president of the National As- 
sociation of Life Underwriters, has gotten well 
under way in his first trip to visit the local 
associations. He started from Chicago and will 
continue through Des Moines, St. Louis, Kan- 
sas City, Oklahoma City, Dallas, El Paso, 
Phoenix, Los Angeles, San Diego, San Fran- 
Portland, Spokane, Salt Lake City, 
Denver and Omaha. 


Cisco, 





American Life 
Reinsurance Co 


PERMANENT OFFICES 


DALLAS 
MAGNOLIA BUILDING 


CHICAGO 
29 S. LASALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Secretary 
MORTON BIGGER, Ass’t Secretary 
BERT H. ZAHNER, Chicago Mgr. 
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GENERAL AGENTS 








An up-todate company, with a clean 
record of over 50 years and over $16,000,- 
000 of assets, writing low premium, non- 
participating insurance, will give desirable 
contract to good General Agents in New 
Jersey and Maryland. 


Address Box No. 500, THE SPECTATOR, 
P. O. Box 1117, City Hall Station, New 
York, N. Y. 
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Organized 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


I i655 exes cae $28,308,449.13 
ae er ee en 25,109, 146.04 
Capital and Surplus.............. 3,199,303.09 
Insurance in Force............0:. 214,188,461 00 


Payments to Policyholders........ 1,897,435.45 . 
Total Payments to Policyholders since 
Crpnrmatinis ..... se ec cece nes $27 ,720,705.42 


JOHN G. WALKER, President 














New England Mutual 


Life Insurance Company 
87 Milk Street, Boston, Massachusetts 


ALFRED D. FOSTER, President D. F. APPEL, Vice-President 
FRANK T. PARTRIDGE, Secretary 


Abstract from the Seventy-ninth Annual Report 
For the Year ending December 31, 1922 


Gross Assets...............--- $127,966,787.69 


Increase, $11,757,961.99 
Total Liabilities............... $121,028,068.67 


Increase, $10,060,682.51 


ee $6,938,719.02 
(Not Including $4,400,000 Set Aside for 
Dividends in 1923) 
Increase, $1,697,279.48 
Received for Premiums........ $21,630,382.42 
Increase, $1,588,180.31 
Total Income................. $28,285,437.94 
Increase, $1,615,098.76 
Payments to Policyholders...... $12,445,562.95 
Increase, $1,634,159.47 
New Insurance Paid-for. . . $87,791,327.00 


Increase, $5,719,307.00 


Total Insurance in Force....... $660,797,758.00 
Increase, $51,382,676.00 


THE 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


77th Year 


Paid Policyholders since 1846 over 
Three Hundred Sixty-nine Million 
Dollars 


New and Materially Increased 
Dividend Scale for 1923 
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Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga. 
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Illinois Bankers’ Life Shows Gains in 1922 

During the year 1922, the Illinois Bankers’ 
Life Association of Monmouth, Ill, increased 
‘ts insurance in force by $2,697,452, bringing 
the total up to $104,883,610. The new insurance 
issued last year, $18,901,000, practically equaled 
the new business of 1921, which was the banner 
vear in the history of the Hlinois Bankers. 
Among the other interesting features of the 1922 
statement is ai increase of $681,923 in ledger 
assets, and the fact that the surplus to policy- 
holders per $1000 of insurance in force is now 
¢06,09, against $20.04 a year ago. The financial 
statement of the Illinois Bankers, as of Jan- 
rary I, 1923, shows $2,880,521 of assets, with 
110 losses proved and unpaid, and a balance for 
the protection of policyholders of $2,734,600, 
after making provision for current liabilities, 
accrued taxes, etc. The premium collections last 
vear aggregated $1,841,688, a gain of $26,000 
over the preceding year, while loss payments 
amounted to $645,858, or only $20,000 more than 
in 1921. Since its organization the association 
has paid $5,583,075 for death losses. In 1922, 
ts death rate was but 5.62 per 1000 members, 
and its average rate of interest earned was 7.5 
per cent. 

The Illinois Bankers issues its “pure protec- 
tion” policies in five forms, viz., term, ordinary 
life, instalment, double indemnity and twenty 
pay accumulation. It operates in eighteen States, 
and has desirable territory and liberal contracts 
available for new agents. Much of the asso- 
ciation’s business is derived from farming dis- 
tricts, and a large portion of its assets is in- 
vested in farm mortgages, which not only yield 
a good interest return, but are regarded as 
among the safest of investments. 

Though 1922 was a good year for the Illinois 
Bankers, the outlook for an even better one in 
The officers of this enterpris- 
ing institution are: President, W. H. Woods; 
vice-president and medical director, J. R. Eber- 
sole; secretary and general attorney, R. M. 


1923 is bright. 


Work: treasurer and general manager, F. M. 


Hallam; assistant general manager, A. T. 


Sawyer. 





Health Show in New York City 

The second annual public health exposition 
New York city this week at the 
Grand Central Palace. The show was arranged 
by Commissioner of Health Royal S. Copeland. 
One of the main features of the show was 
a healthland section of great interest to chil- 
dren and also adults where the processes of 
clean milk production and distribution were 
graphically displayed 

Among the exhibitors at the show were the 
Life Extension Institute, the Metropolitan Life 
Insurance Company and the Prudential Insur- 
ance Company of America. All these institu- 
tions stressed the value of periodic medical 
examinations as a health measure. The Life 
Extension Institute exhibited a series of inter- 
esting charts on lantern slides. 


—The Standard Life Insurance Company, St. Louis, 
has developed a plan for selling bank saving and life 
insurance. Two thousand dollar whole life policies 
are used. 


opened in 


Old Line Life Expanding 

The Old Line Life Insurance Company of 
America, whose home office is at Milwaukee, 
Wis., is now contemplating the establishment of 
new general agencies in various prominent cities. 
Among the cities which will probably become 
Philadelphia ; 
Kansas City, Mo.; Kan- 


general agency headquarters are: 
Pittsburgh; St. Louis; 
sas City, Kan.; Detroit; Grand Rapids, Mich.; 
St. Paul; Minneapolis; Des Moines; Sioux City, 
la.; New Dallas; Tex.; 
Oklahoma City; Seattle; Tacoma, and Spo- 
kane, Wash. 

Rupert F. Fry is president of this enterprising 
company, other officers being John E. 


Orleans; Houston, 


Reilly, 
secretary and treasurer; F. J. Tharinger, assist- 
ant secretary and manager of the Accident and 
Health Department, and L. C. Cortright, actuary 
and assistant secretary. The company writes 
life, accident and health insurance, 


American National Shows Good Gains 

The American National Insurance Company 
of Galveston, Tex., reports handsome gains in 
1922 over its 1021 business. Last year its new 
business, paid for, was $74,751,342, or $11,- 
064,424 more than in the previous year; and 
it closed 1922 with $181,456,616 of insurance 
in force—a gain of $23,756,843 over the pre- 
vious years’ record. Its admitted assets in- 
creased $2,527,063, having aggregated over $14,- 
The business 
written in the first half of January, 1923, shows 
an increase of 46 per cent, and portends an 
excellent year, 


200,000 on December 31, 10922. 


—The Philadelphia agency of the Mutual Life In- 
surance Company of New York stood second in per- 
centage of increase in new business for the year 1922 
Mutual Life 
throughout the United States and Canada. 


over 1921 among all the agencies of the 


New England Mutual Life Makes Progress 

The seventy-ninth annual report to the mem- 
bers of the New England Mutual Life Insur- 
ance Company of Boston shows that during the 
past year substantial progress has been made in 
The new insurance was $87,- 
the total in- 


every department. 
791,327, an increase of $5,719,307; 
surance in force now being $660,797,758, an in- 
crease of $51,382,676. Premium receipts were 
$21,630,382, an increase of $1,588,180; and the 
total income, $28,285,438, an increase of $1,- 
615,099. The assets on December 31, 1922, were 
$127,966,788, an increase of $11,757,962. After 
providing for all liabilities, including policy re- 
serves, taxes payable in 1923, and surplus appor- 
tioned for dividend distribution to policyhold- 
ers this year ($4,400,000), the net surplus of the 
company is $6,938,719, an increase of $1,697,270. 

The company enters upon its eightieth year 
of active business, rounding out an efficient cor- 
porate life of four-score years devoted to public 
service, 


Appointed Head of Farmers National Life 
Underwriting Department 

The Farmers National Life Insurance Com- 
pany, Chicago, has appointed William T. Poor- 
man head of the underwriting department. Mr. 
Poorman graduated from the University of 
Michigan and later received a master’s degree in 
actuarial science from the same institution. He 
has previously been employed in a life insurance 
office specializing on substandard lines. 


Death of F. M. Wolf 
Franklin M. Wolf, manager at Newark, N. J., 
for the National Surety Company of New York, 


died a few days ago. 


Extracts from the Statements of Life Companies for 1922 


The ] ine fieure fray { an te ee ‘ - 
The following figures from the statements of life insurance companies, covering the year 1922, have been 


mostly compiled from returns made direct to Tue Spectator: 


i Total 

NAME AND LOCATION or CoMPAN\ Income 
Agricultural Life, Bay City......... : $585,463 
\nierican Central, Indianapolis........ 3,066,962 


Bankers Life, Des Moines............. 19,548,001 
Cleveland Life, Cleveland ............. 1,268,472 
Columbia Life, Cincinnati ............ 591,031 


t Mutual, Hartford........ 


Connectict 


Equity Life, Toronto, Canada....... 
Farmers National, Chicago... 
Federal Union, Cincinnati.......... 

International. St. LOG! cic cine conn ccec 
Lincoln. Liberty, Lincoln. .0c66 ices ccc 
Manhattan Life, New York............ 





699,882 
6,541,078 


92 F229 
65,6538 


Massachusetts Mutual, Springfield..... 88,5: 
Michigan Mutual, Detroit......... ame) 3,5 
Midland Life, Kansas City............ 
Midland Mutual, Columbus............ 2,174,551 
National Life, Toronto, Canada....... 1,477,486 





New York Life, New York............ 212,458,219 
Northern, London, Canada............ 1 
Ohio National, Cincinnati ............ 5. 
Presbyterian Ministers, ‘Philadelphia... 2 
Reinsurance of America, Des Moines 





Reliance Life, Pittsburgh...... ee atc §; 
Republic Life, Des Moines........... 

Reserve Loan, Indianapolis..... Se ediahs 1,962 
Rockford Life, Rockford ..........0%-. : 


Shenandoah, Roanoke ............. 

Standard, Pittsburgh .........---2+-. 0 eee eeeee 
Union Central, Cincinnati ......... : rz 
Western Empire, Winnipeg, Canada.... 237, 
Western Life, Des Moines............ 


* Includes capital. 


Paid for * Surplus 


Insurance Insurance to Policy- 
Written Gained Admitted Assets holders 
$2,491,000 $516,962 $1,005,817 $291,601 





31,931,994 9,256,992 9,366,208 398,458 
120,166,054 51,418,176 56,634,293 1,770,408 
4,799,811 1,538,903 $23,106 
TOGGAIS ku cece 325,187 








66,916,877 34,061,032 103,261,903 8,641,844 
744,000 382,770 924,303 61,340 
8,319,857 3,548,734 458,397 
5,987,478 628,275 264,181 
30,250,958 5,850,718 1,746,885 
3,000,000 893,210 171,478 
10,460,712 774,408 = 8 =—S«waetsnes 8 8=©=©— HS aewnnes 
145,827,429 95,280,767 163,142,307 7,605,458 
17,272,833 6,109,912 16,793,090 1,200,301 
5,814,233 1,051,866 2,620,967 “189,422 
9,342,404 5,207,206 6,986,783 436,327 
7,444,313 2,635,183 6,150,895 611,274 





629:991.000 S9@OGRNSE- 9 kheccecs sees 
9,644,238 4,071,906 4,503,720 650,740 
10,114,828 3,524,230 3,935,994 687,860 
4,687,309 2,784,177 12,238,155 1,187,459 
13,519,413 4,924,923 1,236,902 979,017 
beat agen 13,504,527 21,751,915 1,904,581 
412,700 146,175 5,978 480 
12,074,445 748,993 6,278,639 564,391 
2,886,404 1,161,110 1,100,662 302,660 
11,710,648 GCOGGN00 =o ccccess “Bisantana 
2,350,000 1,400,000 S40R 000 sm sc bs de 
128,507,429 66,647,409 174,938,023 10,031,466 
979,328 69,019 864,477 273,859 
3,718,358 1,063,360 1,358,315 227,436 





THE SPECTATOR 








Thursday 





A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 





Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity —Or- 
dinary and Industrial Straight 
Life Insurance 





Home Office 
NASHVILLE TENNESSEE 











Hutchinson, Kansas 


Stephen M. Babbit, President 

















The Personal 
Touch 


Personal touch is not gained alone 
by physical contact. The good will 
spirit of an absent friend may move 
* one more deeply than his actual presence. 





It is this highest form of understanding between 
persons that The Lincoln National Life Insurance 
Company maintains between its men in the field and 
those who operate its Home Office service station. 


Every agent who carries a Lincoln Life rate book con- 
stantly feels the personal touch of his Home Office be= 
cause he knows that every department is literally reach= 
ing out to help him in his field service. 


This personal touch of organized helpfulness makes it 


pay to 


ip RNR. Pm aaa a) 
eS 


ee 


The Lincoln National Life Insurance Co. 


“Tits Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $235,000,000 in Force 














WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 


Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis Kansas City |Springfield, Mo. Louisville 
Topeka Salina Leavenworth Lincoln, Nebr. 


We want men who can meet the following require- 
ments: 
A.—Men of good reputation, honest, and willing 
to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 
ence. 
C.—Men who are good PERSONAL producers. 
D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a ‘Selling Propeller’ which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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PREMIUMS MUST BE PAID IN SIXTY 
DAYS 


Commissioner Joseph Button of Virginia 
Issues Mandatory Ruling 

The Virginia Insurance Department has issued 
4 ruling making it mandatory upon all agents, 
fife, fire, casualty and miscellaneous to collect 
either cash or note settlement for a premium 
within sixty days after the issue of a policy, 
or renewal thereof. The ruling which went out 
on January 16, is,as follows: 

“On and after February 1, 1923, premiums 
for insurance upon life, person and property 
of all kinds, issued by stock and mutual insur- 
ance companies and reciprocal and interinsur- 
ance exchanges, classified generally as life, fire 
and marine, or miscellaneous, must be paid 
within sixty days from date of issue of con- 
tract, or from date of renewal thereof. Such 
payment may be made either in cash or by note 
dated within the sixty-day period and bearing 
interest from such date at the rate of 6 per 
cent per annum. 

“Violation of this ruling, by extending credit 
hevond the sixty-day period without interest, 
will be considered by this department as rebat- 
ing, in violation of the provisions of Section 
4222, Code of Virginia, 1919, and the company 
or agent extending such credit will be subject 
to the penalties set forth in Section 4223, Code 
of Virginia, I919. 

“Companies are requested to notify all of 
their agents licensed in Virginia of the pro- 
visions of this ruling, and of the penalty for 
violation thereof, such penalty consisting of a 


de 


fne of from $100 to $500 for each offense, and 
revocation of license.” 

While the ruling will have no marked effect 
on the life insurance business, as most com- 
panies already require settlement of first-year 
premitims within sixty days from date of issue 
of their policies, it will settle for all time the 
matter of extending credits in the fire insurance 
business. 

Because of the large number of non-board 
agencies in Richmond, it has been impracticable 
for the Richmond Fire Insurance Exchange to 
adopt a credit rule, and those who have favored 
such a rule will welcome the edict issued by 
Commissioner Button. 


Legislation Introduced in New York State 

Atpany, N. Y., January 24.—Assemblyman 
Kahan has introduced a bill amending section 
82-b highway law, by extending the provision 
requiring indemnity bonds or insurance policies 
in first-class cities to those transporting prop- 
erty in any motor vehicle in such city for hire 
or in the course of business. 

Bills amending the workmen's compensation 
law have been introduced in the Legislature, as 
follows : 

Senator Lacey, amending subdivisions 2 and 
j, section 15, by striking out the limitations of 
$3500 on compensation for temporary total and 
temporary partial disabilities. 

Senator Lacey, adding new subdivision 5 to 
‘ection 21, providing that the contents of 
verified medical and surgical reports put in 
evidence by claimants, shall constitute prima 


facie evidence of fact as to matter contained 
therein. 

Amendmenis to the insurance law have been 
proposed in the Legislature, as follows: 

Senator Lacey, amending subdivision 1, sec- 
tion 231, by authorizing fraternal benefit so- 
cieties, maintaining a full reserve, to issue to 
members whole life, limited payment and endow- 
ment addition to other forms 
authorized by the article. 

Assemblyman Hutchinson, amending section 
OI, by providing that as an agent’s certificate of 
authority may be revoked by the State Insur- 
ance Superintendent only after investigation and 
hearing for violation of any law, or for mis- 
statement in an application, or for incompetency 
or dishonest practices. 

Also, amending section 13, by providing that 
the State Insurance Superintendent shall receive 
a deposit from an insurer, as well as a domestic 


certificates in 


insurance corporation, whenever such deposit is 
required by ihe laws of another State as a con- 
dition of admission to that State. 

Also, amending section 50, relative to agents 
of non-admitted insurers. 

Also, amending section rot, relative to stand- 
ard provisions of life insurance policies by pro- 
viding that riders or endorsements concerning 
distribution of benefits or reservations of rights 
and benefits under such policies, and used at the 
request of individual policyholders, shall not 
require the approval of the State Superintendent 
of Insurance. 

Also, amending the insurance law by adding 
new section 101%, providing standard provisions 
for annuities and endowment contracts. 


DES MOINES SALES CONGRESS 


A. 0. Eliason a Speaker—Contest on Out- 
lining Insurance Problems 

Des Mornes, Iowa, January 20.—The sec- 
ond annual sales congress which was held un- 
der the auspices of the Des Moines Life Under- 
writers Association at Hotel Fort Des Moines 
last Friday proved even more successful than 
the first. The attendance was large and included 
around 400 field men and company officers. 

There were many noted men in the life insur- 
ance field on the program and the addresses 
were instructive and of intense interest. 

The contest as to which would win prizes 
offered for outlined insurance problems was 
won by W. G. Flower of the Des Moines 
Agency of the Equitable of New York. He 
was awarded $15. Second prize of $10 was 
awarded to George Pflanz, Des Moines repre- 
sentative of the Union Central Life. Third 
prize of $5 went to Bernard Nonack of the 
Des Moines Agency of the Connecticut Mutual. 
Judges of the contest were: R. W. Moorhead, 
editor of the Underwriters Review; Lee J. 
Dougherty, president of the American Life Con- 
vention, and B. W. Blanchard, editor of the 
Dotted Line. 

O. G. Wilson, president of the Des Moines 
Life Underwriters, presided. On the program 
in the forenoon were a number of speakers 
who gave brief but brilliant addresses on vital 
topics of the life insurance world. These in- 
cluded, Roy H. Heartman, past president of 


II 


the local association and now vice-president of 
the National Association; A. O. Eliason of Min- 
neapolis, president of the National Association; 
M. G. Hodnett of Denver, representative of the 
Union Central Life; Barney Pearson of New 
York, who had been conducting a five-day school 
on insurance salesmanship. 

After lunch Dr, Griffin Lovelace gave his 
famous talk on “The House of Protection.” 
Then came the contest and an address on the 
doings of the National Association by President 
Fliason. 


Annual Meeting of Ohio State Life 


The annual meeting of the stockholders of 
the Ohio State Life of Columbus was held Jan- 
The following directors were elected: 
Joseph K. Bye, Joel C, Clore, E. B. Caldwell, 
Irving Drew, Stanton G. Prentiss, T. W. 
Rankin and John M. Sarver, President John 
M. Sarver and the other old officers were re- 
elected. 

Gratifying reports were submitted by the offi- 
cers, showing a most encouraging development 
of the company’s business in 1922. Its assets 
December 31, 1922, amounted to $4,080,556, an 
increase of nearly 25 per cent. The surplus to 
policyholders amounted to $528,297, an increase 
of more than 25 per cent. The total amount 
paid to policyholders in 1922 was $243,051, and 
the grand total paid to policyholders aggregated 
$1,590,004. The increase in insurance in force 


was $7,563,848. 


uary 16. 





Excellent General Agency 
Now Open 


Territory, STATE OF ILLINOIS 


Insurance in 
force........ oP $3,500,000 


Yearly premiums 
on same...... 


130,000 


Collection fee... 2,500 


Contract exclusive with very 
liberal first-year and renewal 
commissions. All agency ex- 
penses borne by the Com- 
pany. Only capable men with 
clean records need apply. Ap- 
plications will be treated in 
strict confidence. 


Address ‘‘Tllinois’’, care of THE 
SPECTATOR. 
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PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 


CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Springfield, Massachusetts 

Incorporated 1851 


ABSTRACT FROM SEVENTY-FIRST 
ANNUAL REPORT 
For the year ended December, 31, 1922 


Paborithed ausets. .. . ook kk bh whe os $163, 142,307 
Policy reserve and other liabilities... .. 155,536,849 
Surplus, Massachusetts standard...... 7,605,458 
Received for premiums... ........ 0... 27 921,257 
TUNE TOO eo iSg 5 Bh 8S cers 38,924,053 
Dividends paid and credited policy-.. 

ISLES ree eh ee ee 5,312,857 


Total payments to policyholders... ... 16,023,317 


New insurance delivered............. 
Total insurance in force.............. 


145,827,429 
912,335,286 




















A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It 
Price, $1.00, Postpaid 


99 





BSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 














THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 


THIRD EDITION 


LIFE INSURANCE 


AND 


HOW TO WRITE IT 


BY J. M. LANGSTAFF 


A Comprehensive Work Treating of 


CHARACTERISTICS OF THE SUCCESSFUL AGENT 
SOME GOOD RULES TO FOLLOW IN CONDUCTING 
A CAMPAIGN 
HINTS FOR OBTAINING PROSPECTS 
UNUSUAL METHODS OF OBTAINING APPLICATIONS 
GENERAL OBSERVATIONS ON AGENTS’ WORK 
SOME SPECIAL CLASSES OF PROSPECTS 
ARGUMENTS FOR INSURANCE 
ARGUMENTS FOR INSURING WITHOUT DELAY 
OBJECTIONS TO INSURANCE 
LAPSES ASSESSMENT INSURANCE 
PLANS OF INSURANCE 


This book, of over 260 pages, now in its third edition, 
goes most exhaustively into the whole subject of life 
insurance soliciting, and meets the requirements of 
experienced solicitors as well as beginners. Stock 
objections are treated in a satisfactory manner, and 
the arguments of successful solicitors are detailed. 


PRICES: 
In Flexible Binding, $2.50 In Paper Binding, $1.75 


THE SPECTATOR COMPANY 


Sole Selling Agents For the United States 
CHICAGO NEW YORK 
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4merican Life Reinsurance Has Excellent 
Year 

Very satisfactory gains were made last year 
py the American Life Reinsurance Company of 
Dallas, Tex., in essential features of its state- 
ment. It is noted that its life insurance in force 
increased $4,873,172, now aggregating $32,019,- 
yz, and it also has $15,655,497 of accident in- 
ee Its assets increased over 
$75,000, Now amounting to $658,778, and _ its 
surplus as to treaty holders (including $350,- 


surance outstanding. 


ooo capital) is now $437,795, a gain of $31,270. 
That the company’s business is proceeding in a 
oratifying way is indicated by the new business 
received in the first thirteen days of 1923, it 
having amounted to over $1,250,000, The com- 
pany maintains an office at Chicago, so that it is 
prompt service, as well as pro- 
treaty holders. 


able to render 


viding maximum security to 
President A. C. 
entitled to feel much pleased with the results 


of the past year. 


Bigger and other officers are 


Reliance Life Insurance Company 

The 1922 statement of this company shows 
total admitted assets of $21,751,915, an increase 
of almost $4,000,000 over last year. The re- 
serves amount to $19,189,661, and the surplus 
to policyholders $1,904,581, almost $300,000 more 
than that item last year. The company’s income 
amounted, during 1922, to $8,915,513, there be- 
ing an excess of income over expenditures of 


$3,849,792. On December 31, 1922, there was 


$231,770,565 of life insurance in force and $87,- 
783,082 of accident insurance in force. 


Income Tax Procedure, 1923 
The 1923 edition of “Income Tax Procedure,” 
by Rebert H, Montgomery, C. P. A., 


so that it now occupies 1750 pages. 


has grown 
It is pub- 


lished by the Ronald Press, and is most com- 
prehensive in its scope, covering every feature 
of the Federal income tax law, and also the 


l*ederal estate tax and capital stock tax laws. 
This work contains forty-six chapters, besides 
appendices and indexes, and a table of cases. 
There are five important divisions, relating to 
administration : 

Special Classes of Tax- 


application and 


Income; Deductions; 


payers, and Miscellaneous Taxes (estate and 
capital stock). Among the topics dealt with 
are the following: 


income; 
to make 


law ; 
when and how 


Application of the exempt 
exempt corporations ; 


returns of individuals and corpora- 


returns ; 

tions; affiliated corporations; publicity and dis- 
closure; penalties; rates and computation of 
tax; organization and administration; deter- 


mination, assessment and payment; abatements, 

credits and refunds; information at the source; 

yayment of tax at source. 
Credits and exempt income; 


income in gen- 


eral; income from personal services and busi- 
ness; inventories; income from sales on instal- 
ments; gains upon sale or exchange; computa- 


tion of gain and tax; royalties and patents; in- 


terest; rents; dividends; stock dividends part- 
nerships. 

Deductions and credits; expenses; interest; 
taxes; losses; bad debts; depreciation obso- 
lescence and amortization; depletion; contribu- 
tions and gifts. 

Tax on undistributed profits of corporations ; 
non-resident aliens; fiduciaries; insurance com- 
panies; farmers. 

lederal estate and capital stock taxes. 

“Income Tax Procedure,” 1923, is 
arranged and printed, completely indexed, and 
substantially bound. It is a necessity to every 
corporation, and to many individuals, and is 
obtainable at $10 per copy through The Specta- 


well 


tor Company. 


Metropolitan Life’s New Vice-President 

Henry Bruere, formerly city chamberlain of 
New York and latterly vice-president of the 
American Metal: Company, has been appointed 
a fourth vice-president of the Metropolitan Life 
York, and will have charge of the 
service bureau. 


of New 
policyholders’ 


American Reinsurance Company to Increase 
Capital 

Reinsurance Company of 
Philadelphia, Pa., held its annual stockholders’ 
meeting January 18. Its directors were re- 
elected, and the stockholders acted favorably 
on President Boulton’s recommendation to in- 
crease the authorized capital stock to $2,500,000. 


The American 








A. C. BIGGER, President 
HUGH E. PRATHER, Vice-President 





DALLAS, Magnolia Building 


Prompt ‘‘SERVICE’’ from Both Offices 
Maximum ‘‘SECURITY” to Treaty Holders 


Admitted Assets 


AMERICAN LIFE REINSURANCE COMPANY 


CHICAGO, 29 So. La Salle St. 


STATEMENT AS OF DECEMBER 31, 1922 
Liability and Surplus Funds 


Policy nh Eee ree 


First Mortgage Loans (amount loaned'mot- $9 # == «........., FPOHey Reserve... 2.2.5.6. 6. cc ccs veasess 
more than 50°) valuation in any case)..... . $584,918.90 Claims Reported, Proofs not Received 11,983.06 
Cash in Banks. ee: & 26,996.99 Estimated Tax Liability. . eed 4,250.00 
Accrued interest on ‘ Lnvestme 7 ee 17,266.20 Unpaid Items and Premiums Paid in Advance 718.15 

Premiums, in Process of Collection, Net and Capital and Surplus (including 
Amounts due from other Companies 29,595.98 Capital Stock of $250,000) 437,794.96 
NORA caver eeee $658,778.07 Total $658,778.07 

LIFE INSURANCE IN FORCE 
March 10, 1919... None 
December 3ist,; 1910.......... .$5,290,381.00 
December Sist,. 1920.....:..<2..... .$19,025,345.00 
Dipeorine Dik, TUG: « os «260 oss bianca $27,146,043.00 
December 31st, 1922........ stig Reva iste Whe i askoie ad $32,019,215.00 
ACCIDENT INSURANCE IN FORCE 
Pieeinns Baek. FI ss hing nde todas oo $15,655,497.00 


New Business Received fet 13 dine 1923, over $1,250,000 


FRED D. STRUDELL, Secretary 
HENRY CAMP HARRIS, Agency Manager 


$204,031.96 


MORTON BIGGER, Asst. Secretary 
BERT H. ZAHNER, Chicago Manager 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 














PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


° a) 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 

















INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By “T.E; YWounG, BlA., FR. AuSe 


Third Edition—Revised and Enlarged 





Mr. Youna’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University, 
In the Tu1rp EpiTIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 

$3.25 


Price, Third Edition, 424 pages - 





Insurance Office Organization 
Managements and Accounts 


By T. E. Youna, B.A,, F.R.A.S., and RicHaRD Masters, A.C.A, 
Second Edition—Revised 


* 

This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr, 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YouncGc, and are elaborated in succeeding chapters by Mr. Masters. 
The general, life, firey marine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 


bound in cloth. 
Price, post paid, $2.00 


The Elements of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practice of 
accident, fire, marine and life insurance. 


Price, post paid, 70 cents 











Accountancy. By Francis W. Pix_rey. An entirely new work 
dealing with Aceountancy from a theoretical and practical point of 
view. The latest exposition of the science. 318 pages, cloth. 


Price, post paid, $2.40 





Pitmans Secretary’s Handbook. A complete secretary’s man- 
ual prepared by HERBERT E. Bain. It covers secretarial work 
thoroughly for public and private institutions and for individuals. 
(Second Edition, revised, omitting joint stock secretaryships.) 


Price, post paid, $2.00 





Principles of Marine Law. By Lawrence Duckworts. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





Office Organization and Management. By Lawrence R. 
DicKsEE, M.Com., F.C.A., and H. E. BLain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Miscellaneous Insuraricé 














Burglary and Aecident Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 





~ 





)_—_$_—$—$_— 
Burglary 

Policy covering loss from force applied to 
“exterior” of safe covers loss from force ap- 
plied to inner door of safe. 

A policy of burglary insurance provided in- 
demnity to the insured “for all loss of money 
* * * occasioned by the felonious abstrac- 
tion of the same from within the safe or safes 
described in the schedule after entry 
into such safe or safes has been effected by 


a fe. 


force and violence by the use of tools, explo- 
sives, electricity, or chemicals directly there- 
upon, of which force and violence there shall 
and for all loss by 
to the said money, 


be visible marks 

damages (except by fire) 
4 caused directly by such entry into the 
safe, or attempt thereat,’ and provided further 
that the insurer “shall not be liable for loss 
or damage to * * con- 
tained in a fire-proof safe or vault, unless entry 


x * * 


such property 
into such safe or vault has been effected by the 
use of tools, explosives, electricity or chemicals 
directly upon the exterior thereof,’ and still 
further that the insurer should not be liable for 
such loss “unless the doors of all vaults, safes, 
and chests covered hereby are equipped with 
combination or time locks and properly closed 
and locked at the time of the burglary or 
attempt thereat.” A petition in a suit by the in- 
sured, to recover for a loss under the policy, 
alleged that the safe was the property of the 
insured and was such a safe as was described 
in the policy, the contents of which were in- 
sured against burglary and that the safe had 
been properly clcsed and locked as provided in 
the policy and that the “inner” door of the safe 
was forced open by the use of tools, directly 
on the exterior of such inner door, and that the 
interior of the safe was entered and the contents 
extracted. It was held that the petition stated 
a cause of action under the policy and that a 
ielonious entry into the safe, effected by tools, 
explosives, electricity, or chemicals, 
upon any part of the safe, exterior to the cavity 
holding the contents of the safe, was sufficient 
to support a claim under the policy, providing 
all doors were equipped with the 
locks provided for in the policy and that at the 
time of the felcnious entry into the safe it was 
properly closed and locked. Columbia Casualty 
Co, v. Rogers Co., ——— Ga. ——— 114 S.E. 
718. 


directly 


kind of 


Accident 


Breach of warranty as to mental and 
physical condition of insured; where in- 
sured does not answer questions in applica- 
tion, answers inserted by the company and 
included in the copy of the application at- 
tached to the policy as issued are not bind- 
ing on insured. 

An application for accident insurance con- 
tained the following question: “Are 
sound condition mentally and physically?” To 


you in 


The 


this the applicant answered—‘Yes.” ap- 
Have 


you ever had or are you now suffering from 


plication also contained this question: 


or subject to fits, disorders of the brain, or any 
(in- 


bedily or mental infirmity or deformity 


cluding hernia or rupture)?’ This question 
The application also con- 

“What 
ness or accidental injury have you had during 
not 


answered. 


ye + 
Was not 


tained this question: disease or sick- 


the past five years?” This question was 


answered. When the application reached the 
insurance company it inserted in the copy of the 
application, attached to the policy issued to the 
and “None” re- 
spectively to tne last questions mentioned above. 
It was held that the company could not base 
a defense of breach of warranty on these two 


defendant, the answers “No” 


auestions and answers, even though they might 
have been untrue in fact, where the jury had 
found that the insured did not answer the ques- 
tions and that answers to such questions had 
been inserted in the copy of the application at- 
tached to the pclicy by the company itself, and 
such answers had never been brought especially 
to the attention of the insured, although they 
were contained in the policy as issued. Fehrer 
v7. Midland Casualty Co., ——— Wis. —— 
190 N.W. gto. 

Suicide; facts heid to be insufficient to 
overcome the presumption against suicide. 

On the day of his death the deceased, who 
insurance policy, was found 


held an accident 


in the bathroom of his home. The doors of 
the house were locked; the bathroom door was 
locked; the deceased was found in the bathtub, 
lying full length with his clothes on, with the 
exception of his shoes, coat, vest and collar. 
In the bathroom, at the entrance, were electric 
lights which could be turned on by a push but- 

he lights turned on and the 


ton. The were not 
dark. 


There 


electric 


were also two com- 
light near 
had been partly 


in the 


room Was 


bination gas and fixtures 
the bathtub. 


turned on, allowing the 


One of these 


escape of gas 


room. The deceased’s hat, overcoat, coat and 
vest were in the hall. His shoes were in the 
bathroom near the bathtub, placed in order. 


found on the left side of the 
called 


i 
of the skin, underneath which was coagulated 


The undertake: 
face of deceased what he a roughening 


1 
blood. There was blood found on deceased’s 
nostrils and cn his shirt. It appeared that he 
serious financial troubles and 
It was held 


did not have any 
that his domestic life was happy. 

der these circumstances that the presumption 
overcome. Fehrer v. 


Wis. 


inst suicide was not 
llanud Casualty Go: I9o 
N.W. gIo. 

Breach of warranty; correct statement 
given to agent who made false statements 
in application subsequently included in pol- 
icy; company cannot set up breach of war- 
ranty under such circumstances. 

In an application for an accident policy the 
applicant was required to state in his applica 
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tion whether cr not he had ever been disabled 
and whether he had ever received medical or 
surgical attenticn. In the application, as it 
subsequently appeared in the policy, each of 
these questions was answered in the negative, 
whereas, as a matter of fact, the insured had 
previously sustained an injury and in conse- 
quence thereof had been in a hospital for a 
period of three weeks. It appeared that the ap- 
plicant had given to the agent truthful answers 
to the that the 
answers thereto were improperly recorded by 
ths soliciting agent, on the ground, as the agent 
said, that the previous injury had happened so 
ago that it was of no consequence. It 
was held that under such circumstances there 
had been no fraud on the part of the applicant 
for insurance, and as correct answers had been 


questions propounded and 


long 


given to the agent the company was liable on 
National Casualty Co., 
210 Pac. 779. 


the policy. Eaton v. 
- Wash. ———; 


NEW BROOKLYN MANAGER OF AETNA 
LIFE 
George H. Reaney Will Take Post Resigned 
by W. M. Mulheron 

John S. Turn, secretary in charge of the New 
York branch of the Aétna Life and Affiliated 
Companies, has announced the resignation of 
William M. Mulheron as manager of the Brook- 
»f the companies and the appoint- 
ment of George H. Reaney to succeed Mr 
Mulheron, these changes being effective Feb- 


lyn branch 


ruary I. 

Mr. Reaney has been associated with the 
itna companies since 1914, his experience be- 
ing varied and including special agency work, 
automobile, inland marine and other underwrit- 
ing duties. A portion of Mr. Reaney’s experi- 
ence with the /<tna was gained at Washington, 
D. C., as chief underwriter. Since the opening 
of the new ground floor business placing depart- 
AZtna at 100 William street, Mr. 
Reaney has been manager in charge of that de- 


nient of the 


partment. 

Mr. Mulheron leaves the Brooklyn branch of 
the Aftna to join the general agency of Oppen- 
heimer & Fieid at Springfield, Mass. He car- 
ries with him the best wishes of his associates 


in the Aftna organization. 


W. B. Young, Consulting Actuary 
W. B. Young, formerly Insurance Commis- 
sioner and actuary of Nebraska, has opened 
an office as ccnsulting actuary in the Peters 
Trust building, Omaha, Neb. He will have 
associated with him D, R. McCleary, actuary 
and insurance examiner, and they will undertake 


commissions in the line of accounting and actu- 
arial work. Mr, Young has the best wishes of 
THE Spectator and his many friends over the 
country in his new undertaking. 
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Graphic Selling Charts 


By F. H. KORTRIGHT 





A POTENT AID TO AGENTS IN SELLING 
LIFE INSURANCE 
COLORED GRAPHS THAT ENABLE THE AGENT 
TO 
FIX THE PROSPECT’S ATTENTION 
INSPIRE HIS INTEREST and 


SECURE HIS APPLICATION 





Each Chart Is Accompanied by Explanatory Text 


1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Charts 
3—Eight Practical Canvasses with Charts 
4—How to Study and Demonstrate Charts. 
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16—The Varying Fortunes of 100 Average Men 7—Extended Ins. Clause—Participating 20 Payment Life 
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BPR Aiea fa eA LA Meets 


N a recent issue of THe Spectator I had 
occasion to draw attention to some advance 
statistics of occupational mortality in selected 
| industries of Great Britain made available 
i through the courtesy of the Medical Superin- 
. tendent of the Registrar General’s office. I 
have since come in receipt of additional data 
for the mining industry which is briefly sum- 
marized as a further contribution to present- 
day problems in labor controversies. During 
the anthracite coal strike of 1920, insistent 
claims were advanced that the mortality from 
§ all causes among anthracite miners was ex- 
cessive and primarily the result of an excep- 
tional evidence of tubercular and non-tuber- 
cular lung diseases. I had occasion at the time 
to contradict this statement by such data as 
was then available, suggestive of the impor- 
tance of a thorough investigation which un- 
fortunately has not yet been made. 

The British occupational mortality statistics 
have an extraordinary value with which, un- 
fortunately, we have nothing to compare in 
this country. The occupational mortality data 
collected by the census would be of greater 
value if it were feasible to coordinate death 
returns precisely to the various occupational 
elements concerned. In the absence of death 
rates the proportional mortality can be utilized 
with a fair degree of trustworthiness provided 
a wide range of collateral data is taken into ac 
count. 

The British occupational mortality data for 
miners differentiates the various mining districts, 
thus showing that general conclusions may lead 
one seriously astray. 

As shown in the table, coal miners experi- 
enced a slightly higher mortality from all causes 
at ages under twenty-five and a decidedly higher 
death rate at ages over sixty-five. At the most 
important age period of economic efficiency, or 
from ages twenty-five to fifty-four, the death 
rates of British coal miners were below the 
general average for occupied males generally. 

The rates are based upon a total mortality 
during the three years of 26,785 deaths from 
all causes among a mining population exposed 
to risk, one year, given as 2,582,493. The 
Principal cause of death was accidents which 
accounted for a mortality from all causes, but 
of this number 3169 deaths were due to mine 
accidents, leaving a net mortality from other 
forms of accidents of only 683. To the extent, 
therefore, that mine accidents are prevented, 





By Dr. FrepertckK L. HorFMAN 


the general mortality of coal miners will be 
perceptibly lower, or in other words, what- 
ever the ill-health producing conditions are that 
affect the longevity of miners, they are not of 
sufficient importance to justify the assertion 
that coal mining can rightfully be classified as 
an unhealthful occupation. Against the mortal- 
ity due to mine accidents given as 3169 deaths 
there were 2383 from pulmonary tuberculosis 
and 322 deaths from other forms of tuberculosis. 
Aside therefrom there were 2454 from 
bronchitis, 1937 from pneumonia and 540 from 
other diseases of the respiratory system. The 
excessive bronchitis in Great 
3ritain is due to conditions which do not pre- 
This subject has never 


incidence of 


vail in this country. 
been thoroughly inquired into and only the most 
vague conclusions have been advanced to ac- 
count for a really extraordinary difference in 
disease liability. It may be possible that what 
is called bronchitis in Great Britain is really 
a non-tubercular form of lung disease, pri- 
marily the result of mineral dust inhalation. 
Some light on this point has recently been 
forthcoming in the course of evidence given by 
Shipping 
in an 


the medical superintendent of the 
Federation before a medical referee 
arbitration case under the workmen’s compensa- 
tion acts. The applicant was a dock laborer, in 
whose behalf it was said that “20 per cent of 
the dock laborers of the port of London suffered 
from bronchitis attributed to the dust at the 
docks, which was claimed to be worse than in 
any army experience.” Suggestive evidence also 
is contained in a recent report on the effect of 
London fogs on raising the death rate from 
bronchitis and other respiratory diseases. There 
are evidently industrial and climatic conditions 
in Great Britain which produce a death rate not 
met with to a like extent in this country. 


CANCER MortTALity RATE 


The mortality from cancer among coal miners 


was 1799, which compares with 2383 deaths 


The Mortality Rate of British Coal Miners, 1910-12 


Consulting Statistician, The Prudential Insurance Company of America 


from pulmonary tuberculosis. Cancer was, 
therefore, almost as frequent as tubercular lung 
diseases, considering the effect of its occurrence 
at the more advanced ages of adult life. No 
thorough investigation regarding the occupa- 
tional aspects of cancer among the mining 
population has, however, thus far been made. 

The report also brings out the comparative 
death rates from all causes for the different 
coal fields. This is a most important phase of 
coal mining mortality investigations usually 
neglected. A careful analysis of the mortality 
rate prevailing in different coal fields rarely 
fails to bring out the fact that some sections are 
subject to decidedly higher death rates than 
others. It may be sufficient for the present pur- 
poses to select the age period thirty-five to 
forty-four to illustrate the variation in the 
death rates of the different British coal fields 
showing a range from 5.01 per thousand to 
8.44. In the Durham and Northumberland 
District the rate was 6.0 per thousand, in Lan- 
cashire 8.00, in Yorkshire 6.92, in Derbyshire 
5.25, in Nottinghamshire 5.01, in Staffordshire 
6.69 and in Wales 7.00. 

The variations in local death rates are pri- 
marily affected by the relative frequency of 
mining accidents and pulmonary tuberculosis. It 
is not feasible for the present purpose to deal 
in detail with this question but all the neces- 
sary data for a thorough analysis is contained 
in decennial reports of the registrar general. 
As I have had occasion to emphasize elsewhere, 
there are reasons for believing that the nature 
of the dust varies considerably in the different 
coal fields, particularly as regards the silica con- 
tent, which is chemically the most seriously in- 
jurious substance. Until further investigations 
have been made our present knowledge of the 
underlying reasons for variations in local death 
rates must necessarily remain largely a matter 
of conjecture. 

It may be suggested in this connection that 
similar investigations would be feasible for the 





MORTALITY OF COAL 


MINERS IN GREAT BRITAIN—1910-12 


Rate per Thousand 


—-Number of Deaths, 1910-12—, — 


All Causes 


-Rate of Mortality, 

Mining Accidents All Occupations Coal Miners 
466 2.88 3.17 
3.72 3.83 
4.80 4.39 
7.99 6.70 
14.65 12.65 
29.69 30.07 
63.07 82.28 
221.77 


149.87 





different anthracite and bituminous coal fields 
of this country. The mining population is 
largely concentrated in cities, for which, as in 
Pennsylvania, Ohio and Illinois, excellent rec- 
ords extending over a period of years are avail- 
able. The duty of such investigations falls pri- 
marily upon local boards of health, which may 
reasonably be expected to give attention to local 
conditions affecting the major portion of the 
wage-earning element concerned. Something 
in this direction may be expected from the 
Federal Bureau of Mines, which, however, is 
quite limited in its investigations, and to excep- 
tional conditions on a restricted scale. The 
local boards of health are in close touch with 
the situation, while the local medical profes- 
sion is familiar with most of the facts and 
circumstances which require to be taken into 
account. Until such investigations have been 
made the present confusion as to the actual 
effects of the situation must continue, to the 
serious detriment of peace in the labor world. 

The foregoing suggestions are of particular 
importance in view of the specific requirements 
contained in the Federal Transportation Act, 
that the hazard of the occupation shall be taken 
into account in labor controversies in which 
the Federal Government is an interested party. 
To a considerable extent doubtful assertions as 
regards health and safety find their way into 
present-day arbitration proceedings usually ad- 
vanced by organized labor and left in an un- 
satisfactory condition by the employees. Until 
both employers and employees reason from the 
same agreed-upon state of facts such contro- 
versies will continue to disturb the mining in- 
dustries. It is a matter of regret that the 
President’s Coal Commission could not have 
gone into this matter, but it seems that this 
expectation is not likely to be realized. 

Life insurance companies have a very practi- 
cal interest in the questions involved. Quite a 
number of companies discriminate heavily and 
unjustly against coal miners upon a very inade- 
quate basis of facts and information. The coal- 
mining industry is of such vast importance to 
the people of this country that all that con- 
cerns the well-being of the mining population 
should receive the required qualified considera- 
tion on the part of those who are in a posi- 
tion to render aid. 





L. R. Bowers Becomes Field Supervisor 

The Jefferson Standard Life Insurance Com- 
pany, Greensboro, N. C., has notified its clientele 
that L. R. Bowers is to be field supervisor in its 
branch office at Memphis, Tenn., under the 
management of Bruce A. Donald. Mr. Bowers 
was formerly agency supervisor for the Cotton 
States Life Insurance Company of Memphis. 


Penn Mutual Meetings 

The Penn Mutual Life Insurance Company, 
Philadelphia, is preparing to arrange a series of 
field meetings this year. The plan calls for 
sectional meetings instead of calling the agents 
all over the country to one central point. Here- 
tofore the Penn Mutual has not held any such 
meetings. 
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Doing More Business Than You Did a Year Ago 


By Frank H. WItitaMs 


The alert, progressive insurance salesman will, 
during the present month, do more business than 
he did a year ago if he is to get ahead in the 
way he wants to get ahead. Next month he 
will do more business than he did in the corre- 
sponding month of last year. And in the month 
after next and in the following months he will 
continue to write a greater volume of business 
than he wrote in the corresponding months of 
a year ago. 

But suppose that the agent is, right at the 
present moment, doing all that he thinks he 
possibly can do. Suppose, too, that the volume 
of business he is now writing is just about the 
same as he was writing twelve months ago. 
If this is the case how can he possibly increase 
his volume when he feels that he is right up to 
the extreme of his possible endeavors at the 
present time ? 

To this the answer can be made, that any 
man can do more than he thinks his very best 
if he simply strives to do it and goes about the 
doing of it intelligently and systematically. 

The insurance salesman has three avenues 
along which he can journey in increasing his 
business. These may be designated in this way: 

1. By making more calls. It is an axiom 
that the more calls that are intelli- 
gently made the more sales there will 
be made. 

2. By going after bigger business. 

3. By increasing the percentage of sales 
made per call. 

Let us examine these three potnts carefully 
and, by doing so, find ways and means of in- 
creasing even the business of the top-notch 
salesman, who feels that he has reached the 
limit of his capacity and cannot possibly get 
more business. 

First let us consider the making of more 
calls. 

Suppose the salesman is now making as many 
calls as he thinks he is able. Suppose that he 
is out calling on prospects ten hours a day. 
How, under such circumstances, can he get in 
more calls per day? 

The answer to this lies in studying his work 
carefully, in cutting down waste time, in elimi- 
nating much of the time spent needlessly at the 
office, in so governing his talks with prospects 
that he gets greater results in shorter time and 
so doesn’t have to spend so much time with 
prospects and by so arranging his schedule of 
calls that little time will be wasted en route. 

A very successful Middle Western life insur- 
ance salesman decided, not so many months 
ago, to more systematically regulate his methods 
of making calls. Here’s the way he talked 
about the proposition: 

“I woke up one day to the fact that I wasn’t 
making as many calls a day as should be made 
and yet I was, seemingly, busy every moment 
of the day. How could I get in more calls 
each day? I studied over the situation quite 
carefully for some time and then came to the 
realization that I was using up a tremendous 
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amount of time in going to and from Prospects, 
I had never mapped out a day’s work according 
to the locality in which I wanted to work, Jp. 
stead of bunching together for one day’s calls 
all of the prospets in one locality I rushe 
frantically from one end of the city to the othe 
and on an average day I wasted from two to 
four hours in this way. I couldn't help by 
think what that two to four hours a day would 
mean to me in increased business if spent with 
prospects instead of going to them or coming 
from them. So now each evening I conscien. 
tiously route my next day’s calls so that time 
going and coming is cut down to a minimum an 
so that I am, consequently, able to make q 
fourth again as many calls as I’d been making 
with a nice increase in business as the result” 

This salesman felt that he had reached the 
limit in the number of calls he was able to 
make each day. But he found a way out and 
perhaps, other salesmen by following his plan 
would be able to achieve equally good results, 

The second method is by going after bigger 
business. 

Here there is almost no limit to what the 
progressive salesman can do. Suppose, for in- 
stance, that the salesman who wants to get more 
business this month than he got a year ago sits 
down and averages up all the policies he sold 
last year to find out what was the average pul- 
icy sold by him during the year. Suppose that 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY, should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| 1 | Rene ee ore cc ccccee $133.06 
Twenty Payment Life........ $172.10 
Twenty Year Endowment... . $240.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. ft 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








the average policy sold by this man last year 
was $2150. Now suppose that during the pres- 
ent month this salesmen picks out as prospects 
for the month only men who ought to buy $10,- 
000 policies from him and suppose he goes after 
them just as intensively as he does the smaller 
fellows. In such a case the salesman would, 
almost inevitably if he is a good salesman at all, 
sell more insurance this month than he did a 
vear ago and, also, the average policy sold by 
him this month would be considerably bigger 
than last year’s average policy. 

It is always a good plan for the salesman to 
fnd out the average size of the policies he sold 
last year, because by doing so he gives himself 
4 mark to aim at every time he makes a sale. 
If last year’s average was $2150 per policy then 
the salesman should work harder to make each 
sale this year at least $3000. 

It is just as easy to think in terms of $10,000 
policies as it is to think in terms of $2000 ones 
and, generally, the salesman who is thinking big- 
ger policies and who is governing his work so 
as to approach mainly those men who are pros- 
pects for the big policies, is the salesman who 
gets the big business. 

The thing to do in increasing this year’s busi- 
ness is to go after bigger business than last 
year. And the salesman should always remem- 
ber that it is just as easy to go after big busi- 
ness as it is to go after small stuff. 

Making a greater percentage of sales out of 
the calls made is the third and, perhaps, the 
most effective method of all in putting up a 
record of more sales this year than a year ago. 

The way for the salesman to go about this 
is to make an estimate of the number of calls 
he made last year and to then find out the per- 
centage of sales he made out of the calls. Sup- 
pose that in fifteen per cent of all calls made 
by the salesman last year he made a sale. Surely, 
then, if he makes the progress this year that he 
should make, he ought to make sales in twenty 
per cent of this year’s calls. 

In making a bigger percentage of sales out 
of the calls made by the salesman it would be 
found greatly to his advantage to systematically 
pick out the sales points which he found most 
successful the previous year in getting signa- 
tures on the dotted line and to then use these 
selling points strongly in all of this year’s 
efforts to make sales. 


Some insurance salesmen never change their 
methods of approach, their sales arguments or 
their manner of closing. Which, surely, is a 
had policy, for times change and the people who 
keep step with the procession should change 
with them. The selling points which made a 
big hit in selling insurance before the war are 
found to be quite unsuccessful nowadays by 
The alert, 
successful, progressive insurance salesman will, 
therefore, keep his sales talks always right up 
to the minute and will be governed in what he 
says by what he has recently found to be most 
effective in making sales. 

All of this, in the last analysis, means that 
the enterprising insurance salesman—the sales- 
man who gets ahead and keeps constantly mak- 
ing more progress from year to year—will be 
constantly renovating his methods, examining 
his plans and work carefully and thoughtfully 
for the purpose of doing the things which will 
make him progressively more efficient from 
month to month. 

Examine your methods in the ways sug- 
gested above and govern yourself according to 
what you discover. 

You'll find that it will help you greatly in 
making more money if you will do this. 


many of the salesmen who use them. 


UNITED STATES LIFE LOWERS 
PREMIUM RATES 


Will Accept Higher Classes of Sub-« 
Standard Business 

The United States Life Insurance Company, 
New York, of which Henry Moir recently be- 
came managing director, held a conference of 
leading agents last week, at which time it was 
decided to lower the premium rates of the 
company. The new rates have already been 
made effective. 

It was decided also to make provision for ac- 
cepting many classes of substandard risks 
hitherto not written by the company. This deci- 
sion was made in line with a policy adopted by 
which every effort will be made to conserve the 
work of the agents. Substandard business will 
not be pushed, however. 

Changes in the present policy forms are to 
be expected soon. The changes will bring the 
company’s policies more into line with present 
underwriting practice. 
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Minnesota Mutual Has Big December 

During the month of December, which was 
dedicated to President Randall, the Minnesota 
Mutual Life Insurance Company, St. Paul, 
secured the biggest month’s business of the year, 
closing with 207 per cent as much business as 
during December, 1921. 

President Randall celebrated his sixty-fourth 
birthday on January 1, and was greeted on that 
day with applications amounting to $4,637,000. 
During the month the company received a 
total of one and one-half million of business in 
one day and one day later received a half mil- 
lion in one mail. Asa result the company ended 
the year of 1922 with a total business of 137 
per cent of 1921. Besides this the company 
made a splendid increase in insurance in force 
and in surplus. 


Kansas Sales Congress 

March 31 has been selected as the date for 
the life insurance sales congress to be held in 
Topeka, Kan., this year. A, O. Eliason, presi- 
dent of the National Association of Life Un- 
derwriters and Emmett C. May, president of 
the Peoria Life, Peoria, Ill., will be the chief 
speakers. 


Ohio Life Underwriters Meet 
The Ohio Association of Life Underwriters 
held a meeting last week and re-elected all the 
officers. The organization of a speakers’ bureau 
for use by the local association is being con- 
sidered. 
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Production Values of 


Twenty years ago, and prior to that time, 
the sale of life insurance was popularly regarded 
and often spoken of as a “game.” This was 
due, in a measure, to haphazard selection of 
agents by the companies and to lack of ethics, 
on the part of many agents, which, while not 
exactly countenanced by the companies, never- 
theless was not strenuously objected to by them. 
Subsequently, however, a better element was 
drawn to the sale of life insurance. It then 
became known as a “business” and was gen- 
erally classed and sold in the same way as all 
the commodities familiar to commerce. 

A few years ago, the better human element 
in the business, seeking progressive action for 
the rising institution of life insurance, realized 
the advantages of technical education, especially 
the selling phase, and inaugurated classes, lec- 
tures, schools, and finally established regular 
courses in colleges and universities throughout 
the country. Educators of national repute were 
placed at the head of these courses, among 
them, at Carnegie Tech. in Pittsburgh, Dr. 
John A. Stevenson, the author of several books 
which are regarded as classics on life insurance, 
and Griffin M. Lovelace, also one of the best 
known authorities on life insurance in this 
country. The calibre and ability of instructors 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 
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Insurance Education 


can well be imagined when consideration is 
taken of the fact that Dr. Stevenson was taken 
from his educational duties and made a vice- 
president of the Equitable Life Assurance So- 
ciety of New York. 

The history, philosophy, economy and science 
of life insurauce are being taught well and ex- 
tensively. Tor one to go high in the business 
such a background is an inestimable help. But, 
as true of other educational specialization to- 
day, it happens that but a small minority of the 
many thousands of men now in the business 
have ever been able to take full advantage of 
these college insurance seminars. The future 
of the institution of life insurance may rise to 
great heights on this thoroughgoing academic 
education on the subject. But for the present 
generation in the business a shorter course of 
specialization has been devised. It is available 
to every one. Its results so far are phe- 
nomenal. 

The Life Underwriters Association of New 
York, realizing the value of special education 
along certain lines, recently prevailed upon 
New York University to establish a short course 
on how to sell insurance. Some of the fore- 
mest members of the association believed so 
thoroughly in the project as to incidentally 
guartntee the expense of the course to the 
University. Griffin M. Lovelace was selected 
as director of the life insurance course which 
was started October 2, 1922. Mr. Lovelace was 
ably assisted by James Elton Bragg and L. N. 
Hoopingarner. Sixty-six students were enrolled 
for this first course. 

There is no gainsaying the following facts 
of the value of this course to the individual 
and to the business as a whole as portrayed in 
the results obtained by nine members of the 
James D. Bookstaver general agency of New 
York who took the course. In the single 
month of December, 1922, these nine men wrote 
and paid for a total of $1,373,067 of life insur- 
ance. This total is a record, it is believed, 
never previously equaled by nine average men 
in any one average life insurance agency. The 
men were not college graduates, nor had they 
any exceptional inherent ability. Comparing the 
record of each of these agents for the month of 
December with his record of any single pre- 
ceding month his- December figures are found 
to be far greater by many times. Several of 
these men wrote individually as much in Decem- 
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ber as previously they had written in three. 
four-month periods. 

Each of these agents was specifically re. 
quested for an explanation of his sudden Success, 
Unanimously they attributed it squarely to their 
course of scientific training and instruction re- 
ceived at New York University. 

“Money talks,” as the saying goes, These 
nine agents produced results of their educa. 
tional course in dollars which in quantity are 
eloquent of what education, in the art of life 
insurance salesmanship can do. 


or 


Metropolitan Managers’ Meeting 
The annual meeting of the managers and 
assistant managers of the Metropolitan Life 
Insurance Company will be held at the home 
office January 25-27. President Haley Fiske 
will report on the new business written by the 
company at the first session. 





General Agency 

A contract is a valu- 

able franchise, de- 

sirable because it 

recognizes personal ability 

and ambition and rewards 

them with broader fields 
of action. 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield t: Illinois 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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HOW TO SELL INSURANCE 


Extracts from Important Educational 
Series 





WILLIAM ALEXANDER TELLS HOW 


Second Volume of Series Aims to Teach 
Inexperienced Agent 


“How to Sell Insurance” is the title of the 
second volume of the famous educational series 
for life insurance salesmen, which has been 
written by William Alexander and published 
by The Spectator Company, the other books in 
this series being “What Life Insurance Is and 
What It Does,” “The Prosperous Agent,” “The 
Art of Insurance Salesmanship” and “One 
Hundred Ways of Canvassing” (in press). 

The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent how 
to do his work, and build up a remunerative 
business. 

Here are a few extracts: 

The agents who succeed may be divided into 
two classes—the big producers, and those who 
have only moderate success. 


Tue Bic Propucers 

Those of the first class are wide awake; read 
the signs of the times; adapt themselves to 
changing conditions; know a good thing when 
they see it, and have initiative—a most im- 
portant quality. 

They are original, ingenious, inventive; and 
at the same time appropriate the ideas and fol- 
low the methods of other successful salesmen. 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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THE SMALL PropUCERS 

The man whose success is only moderate 
envies the “good luck” of the big producer, and 
is blind to the fact that he is less fortunate be- 
cause he is less painstaking. 

These small producers are creatures of habit. 
They ignore the fact that life insurance is a 
living force, steadily extending its operations, 
and constantly entering new spheres of useful- 
ness. Having begun by offering insurance for 
family protection, they neglect business insur- 
ance, group insurance, and annuities. Having 
always sold insurance payable in one sum, they 
are oblivious to the fact that the safest and best 
kind of insurance for family protection is the 
kind payable in the form of a life income. 

In short they seem to be half asleep; are 
heavy and dull; lack enterprise; fail to recog- 
nize their opportunities, and have neither enthu- 
siasm nor determination. How can they expect 
to compete successfully with their energetic, 
diligent, resourceful, wide-awake associates ? 

* * Ox 


Remember that your remuneration will not be 
for teaching the principles and practice of in- 
surance, or for convincing a man that insurance 
is a good thing. You will be paid only for 
delivering your goods and collecting payment 
therefor. 

* * K 

The best medicine does no good if it is re- 
jected. So the best insurance is worthless un- 
less it is taken. 

If you fail to insure a prospect you can 
worry along. But if your prospect refuses to 
insure he and his loved ones may suffer irrepar- 
able injury. 

The insurance company can get along very 
well without the patronage of any one man, 
but the wife and children of the man who needs 
insurance can’t get along without the aid the 
company is ready to give. 

* *x* * 

It is an excellent plan to build up a clientele 
by insuring all the men you can reach who are 
in the same line of business. 

If you insure a doctor, other doctors will 
follow his example. 

I know an agent who insured a prominent 
furniture man in a Western city. That was 
equivalent to an introduction to all furniture 
men in the same building, and he insured most 
of them. That led to his calling on all the 
furniture men in that town. Then he can- 
vassed the furniture men in other cities, show- 
ing a list of his clients in that line of business 
as a card of introduction. The result is that 
he has among his clients quite a large army of 
furniture manufacturers and dealers. 


* * * 


Don’t expect marked success unless you have 
a genuine love for your work. 

Don't allow discouragements to dampen your 
ardor. 

Don’t fail to meet serious objections, but don’t 
be sidetracked by mere excuses. 

Don’t think you know it all. The agents of 
longest experience are learning new things every 
day. 

Don’t get into a rut. Don’t confine yourself 
to one method of canvassing, one form of 
policy, one line of argument. Variety is not 
only the spice of life; it is one of the secrets 
of the salesman’s success. 

Don’t fail to take time to think. To succeed 
you must plan your work with the utmost care. 

Don’t expect to utilize other people’s ideas 
unless you can assimilate them. Undigested 
food does more harm than good. 

Don’t pull down; build up. Be constructive, 
not destructive. Don’t criticise other agents or 
other companies. Confidence can never be 
secured by shaking your prospect’s faith in 
other organizations. 
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Don't permit the man who needs a large 
amount of insurance, and refuses to take it, to 
escape altogether. Induce him, if you can, to 
take a small policy. A little ready money at 
his death will provide for the immediate needs 
of his wife and children. Besides, if he takes 
a small policy now, you may be able to persuade 
him to take a large policy later on. 

Don’t be vague or obscure. Submit a clean- 
cut, concise, compelling proposition. 

Don’t use technical words or phrases. 

Don’t let your prospect get beyond his depth. 
Don’t expect to convince a man with an argu- 
ment which he cannot comprehend. 

Don’t expect to succeed if you are dull and 
uninteresting. Bores do as much harm as the 
ignorant, the incompetent, or even the dishonest. 

Don’t sell dividends, policy loans, surrender 
values, or collateral benefits. Concentrate at- 
tention on the main issues—protection, accu- 
mulation, satisfaction. 

Don’t waste your prospect’s time. Don’t 
waste your own time or let other people waste 
it. 


William and Mary College Course in 
Salesmanship Postponed Until 
Fall Term 

RicHMonp, Va., January 20.—According to 
announcement from Dr. H. H. Hibbs, Jr., 
director of Extension Courses of William and 
Mary College, at Richmond, Va., the college 
will not offer a course in life insurance sales- 
manship until the fall term begins in September. 
It had originally been Dr. Hibbs’ plan for the 
initial course to begin with the February term, 
but he felt that he could not get everything 
in readiness, so it was deemed best to postpone 
the course until fall. It is understood that Dr. 
John A. Stevenson, vice-president of the Equi- 
table, is planning the lessons, and that the Rich- 
mond Life Underwriters Association is solidly 
behind William and Mary College in under- 

taking to make a success of the work, 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effective in bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let 11-A now, 


WILLIAM S. HULL 


Direct-<Mail Sales Service 
¢MADISON, CONNECTICUT 
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The Relation Between Life Insurance and Real 
Estate 


By Josern P. Day 


I am a firm believer in life insurance. As 
your enterprising paper stated some time ago, 
I am a believer in it to the extent of $1,650,000. 

There is a very definite relation between life 
insurance and real estate. Both are rightly 
looked upon as institutions which have made, 
and are making, distinct contributions to 
civilization and progress. 

As a director of the Metropolitan Life In- 
surance Company, I believe there is a fixed 
association between life insurance and real es- 
tate. 

The acquirement of life insurance and real 
estate is, in a measure, dependent upon thrift. 
Thrift is nothing more or less than careful 
spending, and practices which encourage dis- 
creet expending are distinct mediums of ad- 
vancement. 

You will 
holder is a man with as liberal a life insurance 
Both increase his stand- 


invariably find the real estate 
policy as he can stand. 
ing in the business world because they reflect 
responsibility. Men who can see their sound 
advantages are not shortsighted. 
a man a rating among business men. 

Men with a sense of family responsibilities 
are extremely apt to be dependable and trust- 


Vision gives 


worthy. Life insurance and real estate, espe- 
cially the dwelling type, can be interpreted as 
supreme considerations for the holder’s family. 
And there is no higher ideal in American life 
to-day than deep concern for one’s family. It 
is a truthful indication of the spirit of un- 
selfishness, 

Life insurance heightens the business integrity 
holder, in the does the 
Loans are negotiated every 


of its same way as 
ownership of realty. 
day with life insurance and realty offered as 
security, and regarded by bankers as gilt-edge 
sureties. 

Ability to borrow sometimes spells the dif- 
ference between success and failure in the busi- 
ness world. Life insurance and land owning 
form a basis for credit—of standing in finan- 
cial circles. 

In some instances, where the loan is a sub- 
stantial one, the lender has been known to re- 





Joseph P. Day, of New York, whose 
views upon life insurance and_ real 
estate are presented herewith, is perhaps 
the best-known estate dealer and 
auctioneer in the country. He is conver- 
sant with every aspect of real estate and 
transactions connected therewith. As a 
director of the Metropolitan Life In- 
surance Company, he is also familiar with 
life insurance, and his full belief in that 
institution is evidenced by the fact that 
he carries $1,650,000 of life insurance. 
His opinions are therefore worthy of 
serious consideration by men who desire 
to attain positions of credit and standing 
in their communities.—Eprror. 


real 
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further amounts as will cause the total life insurance 
on the life of the employee to equal his average an. 
nual earnings during the two years immediately pre- 
ceding the date of the application therefor (to near. 
est multiple of $200) (not in any case exceeding, how. 
ever, $2,000). 

A proviso was added at the end of the policy reaq. 
ing as follows: 

“It is hereby specifically agreed that (a) at least 
75 per cent of the employees eligible to make applica. 
tion for additional insurance under this policy must 
have done so before any such additional insurance yp. 
der this policy becomes effective.” 

Your understanding that the clause does not require 
that 75 per cent of the employees shall be insured js 
therefore incorrect. As to whether this requirement 
is essential will be discussed later, this point being 
raised by your first question. 

You further ask if a clause would be approved 
reading as follows: 

“Employees with less than five years of continuous 
service may have issued an additional $500 of insyr. 














quire the borrower to be a holder of life insur- 
ance, in addition to being the owner of free 
and clear real estate. 

In conclusion, I should say that life insurance 
and the ownership of real estate develop thrift, 
responsibility, reflect vision, unselfishness, and 
act as a wonderful basis for the establishment 
of credit and business standing. 

All of which, I believe, can be rightly re- 
garded as really worth-while characteristics and 
attainments. 

C. W. HOBBS ON GROUP INSURANCE 
Points Out Certain Legal Aspects of This 
Department 
Clarence W. Hobbs, Insurance Commissioner 
of Massachusetts, in answer to questions put 
to him, points out the following legal require- 

ments in group life insurance: 

Taking up your second question first, this depart- 
ment has approved a policy containing the clause you 
mention. The entire portion relating to amounts of 
insurance reads as follows: 

Clause 1. Basic amounts (a) after six months’ con- 
tinuous service, $25; (b) after two years’ continuous 
service, $500. 

Clause 2. Additional written re- 
quest of the employee), (a) an amount equal to that 
in force on the life of the employee under 1 (a) or 1 
(b); (b) after two years’ continuous service, such 


amounts (upon 


Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
Address, 


reference. 


dd 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 

















WHEN BETTER POLICIES ARE WRITTEN, THE NATIONAL RESERVE LIFE WILL WRITE THEM 
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| ATTENTION LIFE INSURANCE SALESMEN 


Do you want to secure a Manager’s contract for yourself in ‘““THE 
HEART OF AMERICA”—Kansas, Oklahoma, Missouri, Iowa, 
Nebraska, Minnesota, Arkansas and Texas? 


TO THE RIGHT MAN 


We will offer splendid first year commissions, very liberal renewals 
and a reasonable amount of money to be deposited in banks to aid 
and assist you in getting started. 


Only two years old we have written over $17,000,000. 


We offer to the insurance buying public most attractive, easiest 
selling life insurance policies written by any life insurance company— 
both participating and non-participating. 


If you can qualify write or wire the home office for personal interview. 


There is a 
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BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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ance. Employees with five or more years of con- 
tinuous service may have an additional $1000 of in- 
surance issued, the total insurance not in any case 
exceeding, however, $2000.” 

Under the language of Section 133 of Chapter 175 
the amounts of insurance must be based on a plan 
precluding individual selection. In my opinion this 
condition is met if the additional insurance is a 
definite sum, uniform for a specific class, or whether 
it is determined, as in the clause already approved, 
by the average earnings of the employee. My opinion 
is therefore that your proposed draft is within the law. 

We now come to your first question, which is as 
follows: 

“Tf a concern employing approximately 10,000 per- 
sons decides to buy group insurance of $1000 for each 
employee without contribution, with the privilege of 
allowing employees to purchase additional amounts 
of insurance and pay the entire cost thereof, is it neces- 
sary that 75 per cent of the total number of employees 
eligible for the insurance should apply for the addi- 
tional amount of insurance in order to make the con- 
tract effective?” 

Group life insurance must be written in accordance 
with the provisions of section 133 above referred to. 
This section provides for two forms of group life con- 
tracts (1) where the premium is paid by the employer; 
(2) where the premium is paid by the employer and 
employees jointly. 

A contract such as you describe and such as the 
one already approved is really a combination of both 
types. The additional insurance is possible only on 
the theory that it is part of a contract providing for 
the payment of the premiums jointly by the employer 
and the employee, there being no provisions for group 
contracts where the premium is to be paid by the em- 
ployee alone. The section distinctly provides that 
when the premium is to be paid by the employer and 
the employee jointly and the benefits of the policy are 
offered to all eligible employees, not less than 75 per 
cent of such employees may he so insured. 

In my opinion, therefore, it is necessary that 75 per 
cent of the total number of employees eligible for the 
insurance should apply for the additional amount of 
insurance in order that so much of the contract as 
relates to additional insurance shall be effective, and 


the policy should so provide. 





How to Begin a Budget 

Making a budget is about as easy as it is to 
lie abed in the morning and about as impor- 
tant as it is to get up and go to work. In fact 
going to work is the first requisite in keeping 
personal or family finances by the budget plan. 
Without an income there is not apt to be much 
outgo. And with neither money earned nor 
spent a budget is of as little use as a silk stock- 
ing north of the Arctic Circle. 

Since the usual way to get an income is by 
diligent labor, werk and earn is:set down as the 
first requisite in taking the budge out of 
budget, 

The second injunction is estimate expendi- 
tures in advance. This is just plain, ordinary 
horse sense which a progressive man would 
apply to his business as a matter of course. 
But a family is more important than any bus1- 
ness and ought to be operated on as scientific 
a hasis. Estimates should be listed under such 
headings as food and shelter, clothing, savings 
and investment, advancement, recreation, giv- 
ing, miscellaneous. 

Having gone this far it is logical that the 
next step should be spend sensibly. Roosevelt 
said, “Thrift is common sense applied to spend- 
ing.” Careful expenditure has a lot to do with 
success in life. It is comparatively easy to earn 
money and to plan to use it effectively. But to 
actually control the outgo so that it will not 
exceed the estimates, so that something will be 
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left for saving and investing, there’s the rub. 

Buy judiciously. Get what you really need. 
Don’t scrimp on either quality or quantity and 
sacrifice your comfort or efficiency. Then re- 
cord expenditures. This will take you only a 
little time. It will inform you as to how near 
you come to the budget estimates. 

That is about all there is to budget making. 
But in the experience of many individuals or 
families it represents the difference between 
success or failure in life. Certainly the chances 
of notable achievement are all in favor of those 
who recognize the importance of a budget— 
Bankers Life Bulletin. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,880,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 














Massachusetts Mutual Life Has Good Year 

During 1922 the Massachusetts Mutual Life, 
of Springfield, delivered $145,827,429 of new 
insurance, of which less than 35 per cent was 
required to replace insurance terminated, while 
over 65 per cent was added to the amount 1n 
force, the latter now standing at $912,335,286. 
During the year the death claims paid amounted 
to $7,050,189, the actual mortality having been 
but 53.5 per cent of the expected. Dividends 
to policyholders exceeded $5,312,000 last year, 
and the present dividend schedule will be main- 
tained during the dividend year beginning June 
I, 1923. The total payments to policyholders 
last year exceeded $16,000,000, while the ex- 
penses were but 21.2 per cent of premium re- 
ceipts and 16.7 per cent of premiums, interest 
and rents. Interest earnings averaged 6.09 per 
cent on mortgage loans made during the year, 
and 5.88 per cent on total mortgage loan in- 
The average annual yield on the 
Assets increased 


vestments. 
total invested assets was 5.40. 
$16,121,044, surplus increased $1,146,061 and in- 
surance in force increased $95,280,767. The 
company closed the year with assets of $163,- 
142,307 and a surplus of $7,605,458. President 
William W. McClench and his able associates 
are to be congratulated upon the fine results of 
the year’s operations. 

W. T. Nitsche, president of the South Bend Life 
Underwriters 
ager of the South Bend, second agency of the Mis- 
souri State Life Insurance Company. 

—-Arthur S. Screnson was re-elected to the presi- 
dency of the Equity Life of Omaha at its second an- 


nual meeting held recently. 


Associations, has been appointed man 
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You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 


WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 








Security Mutual Adopts 1923 Slogan 

The Security Mutual Life Insurance Com- 
pany, Binghamton, has decided to adopt for its 
1923 slogan the phrase “Team Work Plus the 
Fighting Spirit.’ The announcement comes 
from David S. Dickenson, president of the com- 
pany, and a folder, bearing this slogan and 
much explanatory matter, has been sent out to 
all agents of the company. The folder, in 
addition, has on its cover a picture of the 1922 
Princeton University football team in action, 
showing Captain “Mel” Dickenson, son of the 
president of the Security Mutual Life, at the 
head of his teammates. Mr. Dickenson’s son 
stands six feet two in playing togs, weighs 210 
pounds and is hailed by the sport writer, Walter 
Camp, as one of the 1922 all-American team. 


The company will strive to support its agents d 
during the coming year in every move they 
make in the struggle for new. business and, in | 
applying the principles demonstrated on the 
gridiron by the son of the president, has adopted 7 
the inspirational phrase of “Team Work Plus 7 
the Fighting Spirit.” a 


Peoria Life Meeting : 

Managers of the Peoria Life Insurance Com- ~ 
pany held a three-day conference last week, | 
Plans for increased production in 1923 were = 
worked out. The meeting was supervised by @ 
Vice-President and Superintendent of Agents 3 
Henry Loucks. ; 
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Established 1899 





PRESIDENT 





AMERICAN 
CENTRAL 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 





Home Office 




















Agency Co-operation 


as practiced by THE GUARDIAN furnishes to 
our representatives, among other things: 


AN AGENT’S TRAINING COURSE—A complete 
and original Educational Course for new and 


old Agents. 


ADVERTISING HELPS—A Prospect Bureau that 


develops real 
Useful advertising material which is appreciated 
by prospects and policyholders helps our Agents 
to secure new prospects, hold old business, and 


build good will. 


If you want to know the whole story of what 
this Company is doing for its Agents, address: 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


insurance sales opportunities. 


GEO. L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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WOULD BURY DEPARTMENT 


Pennsylvania Governor Has Ideas 


About Insurance 


REASONS FOR T. B. DONALDSON’S 
RESIGNATION 


Fifort Will Be Made to Preserve Identity 
and Standard of Insurance Department 
PuHILADELPHIA, Pa., January 22.—The res- 

ignation of Thomas Donaldson as Insur- 

ance Commissioner Pennsylvania brought 
ereat surprise to the offices along Walnut and 

Fourth streets in Philadelphia. There was no 

inkling of such a move, even among the Com- 

Among these men, 

the chief question is why? It was believed that 

Commissioner Donaldson desired to serve the 

State as long as possible and there has been 

not the slightest question of his ability. 

It is necessary to analyze the political situa- 
tion in Pennsylvania to get at the probable 
reasons for Mx. Donaldson’s resignation. The 
new Governor, Gifford Pinchot, is known to 
have his own ideas regarding the insurance 
department. Rumor has it that the Department 
of Commerce will absorb both the insurance 
and banking departments and that John S. 
Fisher, a well-known and well-liked politician, 
will head the combination. At the same time 
a serious cut in the appropriation for the “‘in- 
surance bureau” is expected. It is a well-known 
fact that Mr. Donaldson is not a man to suffer 
political domination. Furthermore, the appro- 
priation allowed the insurance department in 
previous years has been far too small for its 


B 
of 


missioner’s closest friends. 


needs. 

Mr. Donaldson’s term of office was long 
enough, however, to change the Pennsylvania in- 
surance department from the poorest in the 
country to a model for them all. Eevery effort 
will be made by Pennsylvania insurance men 
to frustrate the move to bury the department 
and similarly strong pressure will be brought 
to bear to secure the appointment of a man who 
will uphold the standards of the former Com- 
missioner. 


Standard Doubles Capital 


O. J. Prior, president of the Standard Fire 
Insurance Company of Trenton, N. J., has an- 
nounced an increase of $200,000 in the capital 
stock of the company. The former capital of 
$200,000 is to be brought to $400,000 by means 
of a 100 per cent stock dividend. 

* The company is building a new home office at 
a cost of $100,000, and is now nearing com- 
pletion. 


Insurance Library Association of Boston 

Following the annual meeting of the Insur- 
ance Library Association of Boston, N. C. 
Crosby was re-elected president and D. N. 
Handy, clerk-treasurer. The membership at 
the end of 1922 was 484. The association had 
& very active year, with numerous lectures and 
much use of books and maps. 


AMERICA FORE APPOINTMENTS 


R. D. McGrath and W. E. Lamm Win Pro- 
motion 

The America Fore Group has announced two 
appointments in its financial department—R. D. 
McGrath as assistant treasurer and William FE. 
Lamm, Jr., as assistant secretary. 

Mr. McGrath was graduated from the Uni- 
versity of Wisconsin in 1913 as a chemist, and 
after employmerit by several prominent West- 
ern concerns, he joined the army and saw ser- 
After 
his discharge with the rank of major, he con- 


vice both in this country and France. 


nected with the Guaranty Trust Company, and 
from there he joined the financial department 
of the Continental on January 1, 1922. 

Mr. Lamm entered the service of the Con- 
tinental in 1910 as a file boy in the underwriting 
department, then was made an assistant in the 
At night he attended col- 
lege, and was graduated with a degree of civil 
When the present financial depart- 
ment was organized in 1911 with Ernest Sturm 


cashier’s department. 
engineer. 


at its head, Mr. Lamm was transferred to it, 


T. M. HENRY WINS 


Attempt to Oust Him from Commis- 
sionership Fails 


NO RIGHT TO IMPOUNDED FUNDS 


Mississippi Court Decisions of Wide Insur- 
ance Importance Rendered 

Jackson, Miss., January 22—That Governor 
Russell has no right to remove from office In- 
surance Commissioner T. M. Henry and install 
his own appointee, E. O. Coody, was the gist of 
a decision rendered by the supreme court this 
morning. months governor 
attempted to remove Commissioner Henry on 
the ground that he was short in his accounts, 


Several ago, the 


a report to this effect having been made to the 
executive office by State Revenue Agent Stokes 
V. Robertson, based on a audit of the books 
of the insurance department. 

Commissioner Henry bitterly disputed the 
authority of this audit and alleged that there 
was no shortage. The governor appointed E. D. 
Coody, of Yazoo County, to fill the unexpired 
term and filed a writ of ouster to remove Mr. 
Henry from office. Chancellor V. J. Stricker, 
in the Hinds County Circuit Court, ruled in 
favor of the governor, but the supreme court 
decision and dismisses the 


reverses this 


The six upper court judges were unani- 


now 
suit. 
mous in the decision. 


Jackson, Miss., January 22.—The Insurance 
Commissioner, T, M. Henry, has no right to 
attach or make prior claim of any kind for the 
impounded funds of the fire insurance compa- 
nies formerly doing business in Mississippi, and 
now being prosecuted by State Revenue Agent 
Stokes V. Robertson, for alleged violation of 
anti-trust laws. This is the gist of a decision 
rendered by the supreme court this morning. 
The opinion was read by Justice Cook, and 
there was no dissenting opinion. 
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TEST SUIT IN WISCONSIN 


Validity of Insurance Regulation 
Questioned 
ATTORNEY-GENERAL H. L. E. KERN 
DEFENDING 


Point at Issue Is Whether a Temporary 
Injunction Restraining the Commis- 
sioner Should Be Granted 

Mapison, Wis., January 20.—An action to 
test the validity of insurance regulation in Wis- 
consin was started on Saturday by a number 
of insurance agents in Wisconsin against George 
Hanan, Chief Audit 
Bureau; Platt Whittman as Insurance Commis- 


Examiner; Wisconsin 
sioner of the State of Wisconsin: the Wiscon- 
Nichols, 
manager of the Wisconsin Inspection Bureau. 


sin Inspection Bureau and George E. 


Agents bringing this suit against the officials 
J. N. Hobbins, Walter F, Green, E. C. 
l'razier, Ray . Hicox, B. A. Lehnberg, John F. 
Dunphy, Dan D. Hammon, Ray E. Chartier, J. 
N. Manson, Jr., Carl E. Hilbert, Benjamin N. 
Weil, Fred J. Lewis, Otto A. Keemers, Jacob 
Kramer, W. B. Calhoun and James B. Leedon. 

The action was started by Attorney Ralph W. 
Jackman of Madison and will be defended by 
Attorney-General H. L. The answer 
of the defendants must be made on January 29 


are: 


Ekern. 


or as soon thereafter as counsel can be heard. 
The point at issue will be as to whether an 
injunction should not be granted restraining the 
Insurance Commissioner and others from en- 
forcing certain rules. 

“The question at issue is why a temporary 
injunction should not be granted,” declares the 
“restraining the from 
sending out, circulating or 
giving out in any way any notices, criticisms, 


complaint, defendants 


making, writing, 


orders, requests, reports or statements purport- 
ing to order, direct or request any insurance 
agents in the State of Wisconsin, or other per- 
sons, to correct policies of insurance or riders 
or clauses attached to same, or to change or 
modify policies of insurance or the terms there- 
of in any way or to any extent so as to con- 
form to the rules and regulations and directions 


ARE YOU REPRESENTED IN 
CANADA? 


Fire, Liability and Automobile 
Insurance 





A general Insurance Agency, Incorporated 
under the Laws of Province of Quebec and 
having years of successful accomplishment 
in other lines of insurance underwriting, is 
prepared to use its present organization com- 
bining French and English, and consisting 
of four offices located in the principal Cana- 
dian cities and 1500 Agents covering every 
important centre in the Dominion, particu- 
larly in the Province of Quebec, in under- 
writing fire, liability and automobile insur- 
ance. Onpresent connections this agency’s 
yearly casualty premiums exceed $300,000. 

The financial responsibility of this Agency 
will stand the strictest investigation and 
proper credentials will be furnished Com- 
panies interested in securing Canadian 
representation. 

Write “Canadian Insurance”, Suite 305, 
260 St. James St., Montreal, Canada. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1922 


ASSETS.. . $4,835,545. 26 
SURPLUS IN UNITED STATES. $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE.. . - $50,129,109. 21 

















THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established PRE 1869 
LONDON GUARANTEE & ACCIDENT 00, Ltd., °Enecano" 
Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 


F. J. ge Resident Manager, 90 Maiden Lane, New York. 
STOKES, ACKARD, HAUGHTON & SMITH, 
434 Walnut Street, Philadelphia, Pa. 


esident ‘Managers 
ELMER A. Lone & CO., Resident Managers, 145 Milk Street, Boston, Mass. 








UNION HISPANO AMERIGANA 


FIRE AND MARINE 


INSURANCE COMPANY 


31 SOUTH GUILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


Virginia Fire and Marine 


INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 
Reserve for Unearned Premiums...................- $1,149,297.48 


ee Reais Ooh eile atom seen ee wine 257,293.41 
Capital.. ae Lea 
Net Surplus. igen eg st Ree pa ee MERE aN 988,687.75 

1,488,687.75 


SUES CO ONCHIOIGCTS:. 0. ...:6:5 0510100101055 05640 0s 


Total Assets. . . $2,895,278.64 
Wm. H. Palmer, President i E. B. Addison, Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1865 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





EASTERN DEPARTMENT WESTERN DEPARTMENT 
D. H. DUNHAM, President 


: NEAL BASSETT, V.P, and Mgr. 
Pa og Y, <~il W. T. BASSETT, Ass’t Manager 








A Big Automobile Year 
- - and what it means to you 


With the increasing public demand for motor transportation, with the 
decreasing cost of cars, with good roads and improved service, 1923 will be 
a promising year for the automobile industry. 


The National Automobile Show, just finished in New York, has giveu a 
definite indication of brisk sales ahead . Mr. John N. Willys of the 
Willys-Overland Company predicts that over 2,750,000 motor cars and 
trucks will be produced and marketed this year. 

Your opportunity is here to push automobile insurance with careful 
aggressiveness. The underwriting of this line has recently been hazardous 
in the extreme, as every agent realizes, But we welcome increases in vol- 
ume from agents who know how to use good common sense in selecting or 
rejecting their risks. 

Much desirable business may be produced with the help of this 
company’s leaflet, ‘‘Yours? Was It Insured?’’ 


Write for a sample copy. 


The Continental Insurance Co. 


Henry Evans, Chair- Capital: TEN MILLION 


man of the Board. DOLLARS. 
Norman T. Robert- 
son, President. CHICAGO 
MONTREAL 


Eighty Maiden Lane, 


New York, N. Y. Cash SAN FRANCISCO 





“AMERICA FORE” 




















Fall Coverage 


Since 1911, International Indemnity 
Company has specialized in Automobile 
Insurance,—full coverage. Filing claims, 
paying premiums, making renewals are 
simplified for both you and your client, 
when you write full coverage in a single 
policy. 

Investigate our rates and service. We 
will gladly give you the name of our nearest 
General Agent. 


International 
INDEMNITY COMPANY 


Automobile Insurance 


HOME OFFICE LOSANGELES,CALIFORNIA 
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contained in the rule book published by the 
Wisconsin Inspection Bureau on August I, 1922, 
copy of which is attached to the complaint here- 
in, or so as to conform to underwriting rules 
and practices not contained in said rule book, 
and restraining the defendants from any and 
all acts done or to be done for the purpose of 
compelling or securing compliance with any of 
said rules or regulations or underwriting prac- 
tices, and restraining the defendants from any 
and all acts done or to be done for the purpose 
of compelling or securing compliance with any 
of said rules or regulations or underwriting 
practices, and restraining the defendants from 
any and all acts tending to compel or secure 
compliance with said rules, regulations, orders, 
directions, notices, requests, or with said un- 
derwriting rules, regulations or practices, and 
why said injunctional order should not contain 
such other provisions and restraints on the de- 
fendants as may be lawful, equitable and proper 
in the premises.” 


Fire Association Promotes J. B. Morton 

John B. Morton, president of the National 
Board of Fire Underwriters, was recently ad- 
vanced to the post of vice-president of the Fire 
Association by the board of directors of that 
organization. In the spring of this year Mr. 
Morton will have completed fifty years of con- 
tinuous service with the association, having en- 
tered the company in 1873 as chief clerk in the 
agency department. Mr. Morton has held the 
position of second vice-president for some time 
and it was felt that the promotion was well 
deserved. During the same meeting Richard 
N. Kelly was advanced from assistant secre- 
tary to secretary of the association. 





The Home’s Great Statement 

The progress and condition of the biggest 
fire insurance company in the country is always 
a matter of interest to insurance men. The 
statement of the Home of New York, it there- 
fore eagerly looked for in January of each 
year. The report as of December 31, 1922, 
shows that, after paying dividends, the com- 
pany’s resources have increased nearly $3,500,- 
000, and its surplus as to policyholders has 
grown to the extent of $2,667,000. The assets 
now aggregate $79,391,575, and the surplus as 
to policyholders (including $18,000,000 capital ) 
is $35,631,326. President E. G. Snow and his 
capable official staff merit congratulation upon 
their achievements in the past year. 





























FIRE INSURANCE TOPICS 














NEW YORK SURVEYS 

The Mayor and Fire Insurance.—We learn 
from the daily press that his Honor the 
Mayor is to go into the business of fire 
insurance—that is, have the City of New 
York do it unless the rates are reduced. 
The statement contained in the daily press 
as issued by his Honor overlooks the fact 
that a substantial reduction was made in all 
districts for the high pressure service, aver- 
aging about 10 per cent, and also overlooks 
the fact that the reduction of 1 per cent for 
the installation of the new fire alarm service 
which has now been installed on the Island 
of Manhattan amounts to enough not only 
to pay the interest on that part of it, but 
amounts to a very substantial subscription 
to a sinking fund, if one were established. 
In the case of the fire alarm it, of course, 
should be noted that the reduction does not 
go to the city, but years ago, when the 
question was taken up, that matter was care- 
fully considered and it was deemed satis- 
factory so long as the citizens of New York 
in their policies of insurance received the 
benefit of the reduction. If the Mayor can 
persuade the legislature, the property own- 
ers, the mortgage-holding people and _ all 
others interested to turn the business of 
fire insurance over to him, all well and good, 
but, possibly, the City of New York has 
troubles enough of its own at the present 
{ime without taking on the detailed work 
of fire insurance. 

Fires in Sprinklered Risks.—One is im- 
pressed in reading monthly reports of 
sprinkler fires, that is, a list giving the re- 
sults of fires in sprinklered properties, that 
one of the chief causes of lessening the 
value of the sprinklers is a failure to cover 
all parts of the property. Time and again 
the fire originates in what seems to be a 
somewhat insignificant portion of the plant; 
it is unsprinklered, but evidently has sufh 
cient fuel to start and continue a serious 
fire. The result is, of course, that many 
more sprinklers are opened than would be 
necessary and the losses are increased ac- 


cordingly. 


PHILADELPHIA NOTES 


Maryland Casualty Hospital—During the 
past few weeks. John W. Donahue, popular 
resident manager here of the Maryland 
Casualty Company, has been the constant 
recipient of praise and expressions of grati- 
tude from Quaker City brokers, because of 
the splendid private hospital or clinic opened 
recently by that company under his direc- 
tion in the Manhattan building, the center of 
the insurance district. Every conceivable 
apparatus for the successful prosecution of 
this work has been installed, and a compe- 
tent staff of doctors and nurses are on duty. 
The clinic is producing for company and 
workmen alike much more satisfactory re- 
sults than under the former methods em- 
ployed. 


Arrott Agency Fire——AlIthough consider- 
able damage was done to the office furni- 
ture and records of William Arrott, local 
agent at 433 Walnut street, when fire visited 
the premises a few weeks ago, the situation 
has been well straightened out, and the 
business is now being conducted as formerly. 


Insurance Library Rumored. — Members 
of the Fire Insurance Society will be pleased 
to learn that a series of lectures by men 
standing high in the insurance world is 
contemplated. Gossip also has it that the 
much talked-of “Insurance Library” for this 
city will soon be available. This is indeed 
one of the crying needs of the insurance 
business here, and if, as planned, the Fire 
Insurance Society can secure the co-opera- 
tion of the various insurance associations, 
local companies, branch offices and general 
agencies, the project should rapidly take 
form. 


BOSTON AND VICINITY 

New England Pond to Meet.—lInitiation 
of new members, music and entertainment 
are on the program for the meeting of the 
New England Pond of the Ancient and 
Honorable Order of the Blue Goose to be 
held at the Boston City Club January 26 
at 6:30 o'clock. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,Q00.00 
EDD G. DOERFLER, Preside:st 
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$75,000,000 


VER $75,000,000 in claims have been paid 
O by the Maryland Casualty Company since 
its organization less than twenty-five years 

ago. This record of claim adjustments, with 
the present financial strength of the Company, 
consisting of total resources of over $31,000.,- 
000, gives abundant assurance of future service. 


Maryland Casualty Company 


Baltimore 
(EEE 
Casualty (247 ee P) Surety 
Insurance % el Ly) Bonds 
hw om 


























ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 


REINSURANCE 
HARTFORD CONN. 
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MICHIGAN RATE LAW 


Bill Introduced Requires Licensing 
of Bureaus 


COMMISSIONER GIVEN ABSOLUTE 
POWER 


All Rates Must Be Approved—Orders of 
Commissioner Subject to Court Review 
Lansinc, Micu., January 18.—Strict State 

supervision of all fire rating work in Michi- 

van, licensing of rating bureaus and fire raters, 
abolition of the State anti-discrimination com- 
mission and making the Insurance Commission2r 
all-powerful are provided for in a bill intro- 
duced to-day in the House of the Michigan 

Legislature. 

The measure is an administration bill and has 
the unqualified endorsement of the administra- 
tion forces in both the House and the Senate. 
Its passage, practically as drawn and _intro- 
duced, is believed certain here, although it is 
possible that some opposition may crystallize. 

The bill as introduced will amend the pre- 
vious chapter of the insurance law covering 
rating bureaus. Minor matter in the present 
law is eliminated, but much is added to give 
it “teeth,” as it was described by a State 
official. 

Sections five, six and fourteen of the old law 
are left intact. Eleven other sections of it 
are changed, while a new section, making it 


compulsory for bureaus and raters to obtain - 


licenses and providing penalties for failure to do 
so, is added. Heretofore, licenses never have 
been needed to operate a bureau of work as a 
rater in Michigan. 

It is the outgrowth of the friction between 
the Michigan Inspection Bureau and the Mich- 
igan Insurance Department which had its in- 
ception early last year and never has been 
amicably adjusted. In fact, at the present time, 
litigation, as a result of the action of the State 
anti-discrimination commission in finding the in- 
spection bureau guilty of discrimination in the 
making of rates, and the fine imposed, still is 
pending in the Ingham county circuit court, by 
agreement of counsel for the bureau and the 
State, never having been called for hearing. 

The bill provides for: 

1. Strict supervision of all fire ratings. 

2. Abolition of the State anti-discrimination 
commission, and 

3. Makes the Insurance Commissioner all- 
powerful, superseding the present anti-dis- 
crimination commission. 

4. Would make it necessary for the Mich- 
igan Advisory Board to change its personnel so 
that a majority of the members of the board 
would be residents of Michigan. (Two of seven 
are now residents. ) 

5. Provides for licensing rating bureaus and 
raters. A license for a bureau would cost $250 
per year, with $so additional for each branch 
maintained within the State, and $25 per year 
for a fire rater’s license. 

6. Operating a rating bureau or working as 
a fire rater in the State without a license is a 
misdemeanor, punishable by a sentence of ninety 


days in the county jail, or a fine of not exceed- 
ing $100, or both. 

7. Filing copies of all surveys, new changes, 
modifications and additions thereto or interpre- 
tations thereof with the Insurance Commissioner 
and gives the Commissioner power to approve 
or disapprove any particular part, rule, re- 
quirement or interpretation pertaining to such 
filings. 

8. <A penalty for refusing to permit the In- 
surance Commissioner to examine into the books 
and operations of a rating bureau. 

9. No deviation from established rates can 
be made without approval of the Insurance 
Commissioner. 

10. Orders of the Insurance Commissioner 
are subject to review by certiorari in the Ingham 
county circuit court, but no order is “deemed 
to be suspended by reason of the issuance of 
such writ of certiorari.” 


AMERICA FORE COMPANIES’ FIGURES 


This Important Group Now Has $95,000,000 


of Assets 

The financial statements of the four com- 
panies comprised in the America Fore group 
have been prepared and show the following 
figures: 

American Eagle, New York: Assets, Jan- 
uary I, 1923, $6,579,666; capital, $1,000,000; 
net surplus, $1,780,663; surplus to policyhold- 
ers, $2,780,663. 

Continental, New York: Assets, $49,770,- 
190; capital, $10,000,000; net surplus, $17,071,- 
150; surplus to policyholders, $27,071,150. 

Farmers Cedar Rapids: Assets, $1,984,744; 
capital, $500,000; net surplus, $584,039; surplus 
to policyholders, $1,084,039. 

Fidelity-Phenix, New York: Assets, $36,- 
820,785; capital, $5,000,000; net surplus, $13,- 
118,173; surplus to policyholders, $18,118,173. 
The capital includes $2,500,000 and the surplus 
$1,000,000 paid in by stockholders during 1922. 

Totals for the four companies: Assets, $95,- 
155,384; capital, $16,500,000; net surplus, $32,- 
554,025; surplus as to policyholders, $49,054,025. 


Insurance Society Dinner 

The Insurance Society of New York held a 
shore dinner at the Drug and Chemical Club last 
Tuesday evening. A large audience listened 
attentively to [lugh A, Mullins, who spoke on 
“Marine Insurance Losses.” 

Phoenix Makes Changes in Field 

Frank J. Goodwin, State agent of the Phcenix 
Assurance Company, Limited, of London, has 
been brought from the Arkansas Field to West- 
ern New York. John N. Jones succeeds Mr. 


Goodwin in Arkansas. 





Phoenix Mutual Strikes Snag 

A writ, returnable on February 5, was filed 
by the State Insurance Department of Penn- 
sylvania requesting that it be permitted to take 
over the affairs of the Phoenix Mutual Fire In- 
surance Company of Phoenixville, that State. 
The application was made to the Dauphin 
County Court and stated that the business of 
the company was in a hazardous condition. 
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FIRE ACQUISITION COSTS 


Union and Bureau Companies to Meet in 
Pittsburgh, January 30 

Cuicaco, Int., January 23—A plan for the 
regulation of acquisition costs for fire insur- 
ance and allied lines in the excepted cities has 
been agreed upon by the joint large cities com- 
mittee of the Western Insurance Bureau and 
Western Union, the details of which will not 
be made public until submitted to a general 
meeting of the companies, which has been called 
for Tuesday, January 30, at the William Penn 
Hotel, Pittsburgh. 

Invitation to the Western Union and West- 
ern Insurance Bureau companies to the meeting 
in question will be extended by their respective 
organizations, while the non-affiliated companies 
will receive an invitation signed by the com- 
mittee. In view of the importance of the ques- 
ition to be dealt with it is expected that there 
will be a large representation of all classes of 
companies to attend the Pittsburgh meeting. 

While no information is available on the plan 
worked out at the French Lick meeting last 
week, which continued four days, it is under- 
stood that the general basis of the Chicago 
agents’ requests has been followed, and the ac- 
tion taken is expected to be satisfactory to 
them. The point about which the Chicago 
agents display the greatest interest in the settle- 
ment of this so-called large cities question is 
the treatment of the brokerage situation. 

ANOTHER SUIT AGAINST SECOND 

RUSSIAN 
Norwegian Atlas Seeks to Recover $108,= 
000 on Claims from Abroad 

Another of the series of legal suits brought 
in the Supreme Court against the United States 
branches of the Second Russian has been started 
with John F. Murphy as plaintiff. Mr, Murphy 
is vice-president of the Northern Underwriting 
Agency and this organization, in turn, is man- 





ager in this country for the Norwegian Atlas 
Insurance Company. The action is started on 
claims originating abroad based on the Second 
Russian Insurance Company’s, Petrograd, pro- 
portion of facultative reinsurances of the 
Norwegian Atlas as effected on the Continent. 


Extracts from Statements of Fire and 


Marine Insurance Companies 
Surplus 
NAME AND LOCATION to Policy- 
or CoMPANY Dec. 31 Assets holders 
American Eagle, N. Y.. 1922 $6,579,666 
1921 5,439,108 





Central Fire, Baltimore. 1922 2,259,949 
1921 2,082,678 

Continental, N. Y...... 1922 49,770,190 
1921 3,389,862 

Farmers, Cedar Rapids. 1922 1,984,744 
1921 1,394,729 

Fidelity-Phenix, N. Y... 1922 36,820,785 
1921 29,189,830 

Home, New York...... 1922 79,391,575 
1921 75,931,551 

Liberty Fire, Louisville. 1922 614,191 
1921 546,645 

Mill Owners Mutual, Des 1922 1,806,742 
MIGINEE) Side caccnas oer 1921 1,699,911 
Paetic Fire, N.Y 22 06: 1922 3,320,902 





1921 2,984,929 
* Includes $2,500,000 capital and $1,000,000 surplus 
paid in. + Includes $200,000 permanent fund. ¢ In- 
cludes $100,000 permanent fund. 
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Public Accountant Actuarial Actuarial 
HARRY C. LANDWEHR DONALD F. CAMPBELL W. H. GOULD 
CERTIFIED PUBLIC ACCOUNTANT CONSULTING ACTUARY ACTUARY & EXAMINER 
insurance a Specialty 343 So. Dearborn St., Room 1100 CHICAGO SYSTE M R EVISI ON 
75 Maiden Lane New York City | | a este alee 75 FULTON ST. 25 FRANKFORT ST. 
aia NEW YORK 





Telephone Beekman 3461 




















PAUL L. WOOLSTON = 
| JAMES7H. WASHBURN, F. A. I. A. 

















































































































Prominent Agents and Brokers INSURANCE EXAMINER, von ing ONSULTING ACTUARY" * 
ACTUARY AND ACCOUNTANT Group, Industrial and’ Spécial Classes, 
es ae I a. : d : 
LEON IRWIN pce desc Bema Gntenne, 0 MAJESTIC BLDG., DENVER, COL. Sanat gd dm yn anni and 
American Eagle Auto- National Union New Amsterdam Cable Address: Gertract, New York 
mobile-Hartford National-Hartford Casualty Co. 165 BROADWAY :: NEW YORK CITY 
American Equitable Philadelphia Under- ——_ Company 
ae at )0lCkite | | FRANK J. HAIGHT 
Insurance Underwriters. FSBROKERS’ LINES SOLICITED CONSULTING 
ACTUARY + GEORGE B. BUCK 
J. & MITCHELL fAlume-Mansur Bldg. Indianapolis, Ind. ACTUARY 
Is prepared to successfully negotiate and finance the re- Hubbell Building Des Moines, lowa Specializing in Employees’ 
Insurance fog oe ee = — Legal “om a cil Benefit and Pension Funds 
Assessment or Fraterna ite Companies, ssociations or 
256 BROADWAY NEW Y 
Tanporry money advanced on strcly private JULIAN C. HARVEY, F.A.I.A. cine 
All caaamemions held personal and confidential. 
Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Ill. CONSULTING 
ACTUARY 
(zo y.waLpnnn) CHEMICAL BUILDING’ ST. LOUIS, MO. 
j 4 » CONSULTING ACTUARY 
3Cedar St. § | Ye LB New York 
ey JNO. A. COPELAND Colcord Bldg., OKLAHOMA CITY, OKLA. 
as Consulting Actuary 
- a JAS. R. COTHRAN 
Associate 
Actuarial 322 HURT BLDG. ATLANTA, GA. F. M. SPE AKM AN, C. P. A. 
CONSULTING ACTUARY 
F ACKLER AND F ACKLER T. C. RAFF ERTY BURNS & SPEAKMAN, Certified Public Accewataats 
DAVID PARKS FACKLER, F. A. S. CONSULTING ACTUARY THE BOURSE PHILADELPHIA 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. mea i 
CONSULTING ACTUARIES Complete Rate Books Formulated 
35 Nassau Street New York een - ———z ABB LANDIS 
Consulting Actuary and Counsellor 
‘ EN 
paren aco Snecma A. SIGTENHORST CLARENCE L. ALFORD 
and UNDERWRITER Associate Actuary 
eT aeatee CONSULTING ACTUARY Fe,  aecueriaeeeee 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 National City Bank Bldg., WACO, TEXAS : 

















SAMUEL BARNETT 


MILES M. DAWSON & SON 
FREDERIC S. WITHINGTON, F. A. I. A. CONSULTING ACTUARY 




















CONSULTING 
ACTUARIES CONSULTING ACTUARY INSURANCELAWYER 
National Association Bldg., 36 W. 44th St. Te «meen ae 502 Forsyth Bldg. ATLANTA, GA 
NEW YORK Telephone Walnut 3761 

WOODWARD & FONDILLER A Policy Saved is a Policy Made L. A. GLOVER & CO. 

en oo ieshictiaa Consulting Actuaries, Life Insurance 

a eames of the New York Bar THE OTIS HANN COMPANY, Inc. Accountants, Statisticians 

CONSULTING ACTUARIES lowered é 

Examinations and Audits in all Branches of Insurance 10 So. La Salle St. Chicago, Ill. 29 South a ia Chicago 








43 Cedar Street, New York “20 Years’ Experience Backs Our Service” Marcus Gunn, Consulting Actuary; 
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Miscellaneous Insurance 








Examiners and Adiusters 











Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on performances—We show 
results. Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, yperty 
age, Admiralty, Subrogations, Personal Accident, 





Burglary, Plate Glass. 








ee 








Insurance Attorney 








Les Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 





153 Fifth Ave., New York City 








Globe Indemnity Company Meeting and 
Statement 

The annual meeting of the Globe Indemnity 
Company was held recently, the former officers 
being re-elected as follows: A. Duncan Reid, 
president; F. H. Kingsbury, W. J. McCaffrey 
and Thomas H. Anderson, vice-presidents; F. 
H. Kingsbury, secretary; H. Furze, treasurer. 
The statement as submitted to the stockhold- 
ers showed assets of $18,773,964.68, represent- 
ing an increase of $3,642,655.20; total income 
of $14,157,122.79, an increase of $1,711,058.65. 
After providing for all payments, including re- 
serves for all outstanding losses, the capital and 
surplus amount to $4,936,097.93, an increase 
here of $1,921,954.52. 


Independence Indemnity Opens in New York 

The Independence Indemnity Company, Phil- 
adelphia, opened its New York office at 136 
William street, Monday, with President Charles 
Holland, Vice-President E. D. Livingston and 
Resident Vice-President Benjamin Sturges on 
hand to welcome guests. 

The offices and the street in front of them 
were crowded all forenoon and the visiting con- 
tinued right up to the closing hour. A host of 
brokers, agents, company executives and friends 
dropped in to help give the new company a 
proper send-off. 


ee 

—The Insurance Research & Review Service has 
issued an Index-Key to its service covering the year 
1929 


VoSe 


DEATH OF J. G. BATTERSON 


Was Resident Director in New York 
of the Travelers 








PROMINENT IN CASUALTY CIRCLES 





Was Son of Founder of the Company— 
Death Due to Heart Trouble 


James G. Batterson, resident director in 
New York of the Travelers Insurance Company 
of Hartford, died suddenly on Thursday of last 
week from heart trouble. Mr. Batterson was 
one of the most prominent men in New York 
city casualty circles and has been identified 
with the metropolitan office of the Travelers 
for about twenty-five years. 

Mr. Batterson was the son of James G. Bat- 
terson, founder and former president of the 
Travelers. His first business experience was 





J. G. BATTERSON, 


Late Resident Director in New York of the Travelers 
Insurance Company 


in the office of the company, but he later left 
to enter the advertising business. About twen- 
ty-five years ago he became manager of the 
New York city branch office. 

Mr. Batterson was born in Hartford and 
was educated at Williams College. He was 
president of the New England Granite Works, 
member of the New York Yacht Club, the 
New York Athletic Club and a number of golf 
clubs. He was an enthusiastic golfer and the 
possessor of many trophies won in various 
tournaments. 

The funeral was held at St. John Church, 
Hartford, Saturday afternoon. Mr. Batterson 
was sixty-four years old at the time of his 
death, and is survived by his widow, a son, 
Walter E. and a sister, Mrs. Charles C. Beach 
of Hartford. Walter E. Batterson is an assist- 
ant secretary in the liability department of the 
home office of the Travelers. 


James E. Kavanagh, third vice-president of 
the Metropolitan Life Insurance Company, ad- 
dressed the Life Underwriters Association of 
Philadelphia last week. He made an interest- 
ing comparison of large estates built from in- 
dustrial development and from life insurance. 
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CASUALTY MEN OF CHICAGO ORGANIZE 


Reason Found in Putting Into Effect New 
Casualty Rules 

Cuicaco, Iiu., January 23—The Casualty 
Underwriters Association of Illinois has been 
organized, by representatives of practically all 
of the important stock casualty companies do- 
ing business in the State of Illinois. 

Henry B. Bale, manager in Chicago for the 
Standard Accident of Detroit, was elected 
president at the organization meeting held last 
Thursday. Other officers named are the follow- 
ing: Vice-President P. B, Hosmer, of R. W. 
Hosmer & Co.; Secretary Karl King, of Fred 
S. James & Co.: Treasurer Donald Wood, of 
Childs, Young & Wood. 

An executive committee composed of the fol- 
lowing was elected: Charles H. Burras, Joyce 
& Co.; John K. Walker, of Moore, Case, Lyman 
& Hubbard; George D. Webb, Conkling, Price 
& Webb; Henry S. Slipner, Slipner & Finne- 
gan, and Louis J. Kempf, Chicago manager of 
the Travelers. 

The purpose of the association as set forth in 
the constitution is to promote the interests of 
casualty insurance in the State of Illinois and 
to bring into more intimate and friendly relation 
those engaged therein, and to formulate and 
adopt rules and regulations therefor from time 
to time. Primarily the association has been 
formed to use its good influences in placing into 
effect the new acquisition and field supervision 
rules, recently adopted by the leading casualty 
companies of the country, and through agree- 
ment of the membership to see that they are 
carried out in spirit as well as to the letter. 


Results of Maryland Casualty’s Year 

During 1922 the assets of the Maryland 
Casualty Company of Baltimore increased $2,- 
417,061; $61,886 were added to depreciation 
fund; $961,071 were released from the com- 
pensation and liability claim reserve, while 
$895,781 were added to the premium reserve 
for those classes; securities appreciated $875,- 
112; total net premiums decreased but $308,- 
420, whereas, owing to unfavorable business 
conditions, compensation and liability premiums 
(based on payrolls) decreased $1,813,000, and 
surety premiums increased $1,072,831. After 
paving $749.727 for dividends, the sum of $1,- 
940,812 was added to surplus, 

Assets, December 31, aggregated $31,286,884; 
the. capital was $5,000,000, and the net surplus 
$6,012,152. President F. Highlands Burns and 
his associates merit congratulation upon these 
results. 





Masonic Accident Has Successful Year 

During the past year the Masonic Accident 
Insurance Company, Springfield, obtained 
licenses to operate in nineteen additional States, 
this making a total of thirty-eight States in 
which the company is doing business. The re- 
sults for the year showed an income of $772,- 
584.15, together with a substantial gain in sur- 
plus and assets and a total of 7221 claims 
amounting to $367,587.35 paid. The success of 
the past year has caused the company to set its 
1923 premium income quota at $1,000,000, 
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Reserve Loa 











aniaenstteat INDIANA 


For agencies in the following 
States address: 


ALABAMA 
Lon W. Long, Mgr. 


803-4 Amer. Trust Bldg. 
EES PRELIMINARY FINAy 
$39 Donaghey Bis, for the Year Endin 
— —— mg ASSETS 
. F. Valentine, Mgr. 
= eee ore Real Estate Owned................ $106,798.26 


Jacksonville, Fla. 
FLORIDA (Southwest) First Mortgage Loans.............. 4,221,446.00 


W.E. Hand, Mgr. ; 
sont ts Sees Wide. Loans to Policyholders............ 1,153,713.41 


meets S58. Bonds (Including Liberty Loans and 


OR. Stovall, Mer. other obligations of the U. S.)...... 213,721.87 


Candler Bldg. ° a 
Atlanta, Ga. Cash in Office, Bank and Trust Com- Al 


ILLINOIS RS 3. tiara Gene erate Sica ates 239,979.39 | St 


Wolfle-Steffelin Co., Mgrs. ° 
Adams Building, Renewal Premium Notes........... 45,836.12 


Chicago, Ill. Interest Due and Accrued.......... 141,922.74 


Swarm & Brosseau, Mgrs. 


—. Life Bldg. Net Due and Deferred Premiums... . 164,593.97 


wiiees. All Other Assets. ..........0...05. 44.2431] 
A. L. Stein Company, Inc., Mgrs. 


319 Warnock Bldg. Total Gross Assets...... $6,332,254.87 


W. C. Hirst, Mgr. . 
Box 233, Non-Admitted Assets. ... 53,616.28 


Waterloo, Iowa. 
canees ee) Net Admitted Assets 8,638.5 
Culp & Flick, Mgrs. ets... . $6,278,638.59 
306 Winne Bldg. 
Wichita, Kan. 


MICHIGAN Insurance in Force December 31, 1922 $51,064,344! ¢; 


H. H. Mair, Mgr. 


1226 Majestic Bldg. Insurance Issued in 1922...... 12,074,445) G: 


Detroit, Mich. 


Te TC. eoeenen, Mar. PAID TO POLICYHOLDERS SINODRC 
= § 











Re 

















219 Metropolitan Bank Bldg. 
Minneapolis, Minn. 








MISSISSIPPI 
W. D. Ratliff, Mgr. 


= 
a. For Agencies in Stat 


E. J. Spencer, Mgr. 


1405 Waldheim Bldg. | 
Kansas City, Mo. Addte eC 
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CIAL STATEMENT 
ecember, 31, 1922 
LIABILITIES 


Deposited with State Insurance Dept. 











se for Protection of all Policyholders. . $5,258,677.81 
iii Reserve to Protect Policyholders in Case 

13,721.87 of Excess Mortality Claims........ 100,000.00 
mee" | All Other Liabilities............... 453,488.91 
9.97939 | SURPLUS TO POLICYHOLDERS... 466,471.87 
15,836.12 

11,922.74 

94,593.97 

14,243.11 

32,254.87 

93,616.28 

18,638.09 Total Liabilities........ $6,278,638.59 
064,344) Gain in Assets, 1922......... $525,968.15 
074,445) Gain in Surplus, 1922......... 73,136.32 


S SINCRGANIZA TION, $8,695,000.00 

















StatOther Than Above Named 
ddrehe Company 





Insurance Men! 


For agencies in the following 
States address: 


NO. CAR. & E. SO. CAR. 


S. B. Woody, Mgr. 
Greensboro, N. Car. 


OHIO 
John W. Northrup, Mgr. 


512 Chamber of Commerce Bldg. 
Columbus, Ohio. 


OKLAHOMA 
Clifton Ratliff, Mgr. 
630 Security Bldg. 
Oklahoma City, Okla. 


PENNSYLVANIA 
T. M. Paisley, Mgr. 
No. 2 Cohn Blark, 
Kane, Pa. 
S. C. Reichard, Mgr. 
37 Laning Bldg. 
Wilkes Barre, Pa. 


SOUTH CAROLINA (West) 
J. F. Quzts, Jr., Mgr. 
205, 207, 210, 212 American 
Bank Bldg. 
Greenwood, S. Car. 


TENNESSEE 


Jas. A. Ballentine, Mgr. 
413 Brownlow Bldg. 
Knoxville, Tenn. 

E. F. Shofner, Mgr. 
Fayetteville, Tenn. 

R. A. Henry, Mgr. 

827 Stahlman Bldg. 
Nashville, Tenn. 


TEXAS 


H. C. Cook, Mgr. 
Waxahachie, Texas. 
E. F. Phillips, Mgr. 
P. O. Box 527, 
Dallas, Texas. 

T. J. Murphy, Mgr. 
403-4 Reynolds Bldg. 
Ft. Worth, Texas. 


VIRGINIA 


Southern Finance Co., Mgrs. 
City Hall Bldg. 
Bristol, Va. 


WEST VIRGINIA 


C. J. Stewart, Mgr. 
200 Charles Ave. 
Morgantown, W. Va. 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
SHREVEPORT, LA. 











MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territory 
in the country to-day. 


THE COMPANY. 


THE TERRITORY. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 














GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of Tae SpxcTaTor, 
P. O. Box 1117, New York City, N. Y. 





RESTRICTIONLESS!! 


&. The Farmers National Life is getting{from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT¢ RESTRICTIONS 
AS TO RESIDENCE,TRAVEL, OCCUPATION,\OR MILI- 
TARY AND NAVALSSERVICE. The,new,Child’s}Policyjof 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L, 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 


FARMERS NATIONAL LIFE INS. CO. 
F.N. L. Building 3401 Michigan Ave. Chicago, Illinois 























TO SUCCESSFUL LIFE INSURANCE MEN 


The Great-West Life has room in various territories for industrious agents—men of'zeal and hard-work 
ing ability who can produce results. To such the Company offers most inviting propositions, hacked 
by policies and service, which, year after year for many years, have builtZup'the largest volume’of/new 
business in Canada written by any Canadian Company. The business in force of the Great-West Life 
has been consistently doubled every five years since commencement—from $862,200 in 1892 to well over 
$312,800,000 in October 1922. x / OH vig 
Address all applications to the Great-West Life, Offices at Detroit, Mich., Minneapolis, Minn., ‘and 
Hatcher Bros., Fargo, N. D., or 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
IPEG Head Office C 


WINN ANADA 





EXCELLENT OPPORTUNITY 
tor Reliable, Energetic men to represent us in the states o} 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 











NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily.§ SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 


DES MOINES, IOWA 











CAPABLE POLICY-PLACERS 


Can always find a satisfactory opportunity for work with this Company in good 
territory—men who can collect the premiums as well as write the applications. Why 
not make inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of Agencies 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 














AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 


City Hall Station, New York 














THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory im the 
State of Michigan is ready for the right man. 


Address: 
Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, 


West Virginia. 
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THE BOOK NO FIRE INSURANCE MAN CAN AFFORD TO BE WITHOUT 


JUST ISSUED — 1923 EDITION 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 


BY CHARLES C. DOMINGE AND WALTER O. LINCOLN 


Members National Fire Protection Association, 
Examining Underwriters Association and 
Insurance Society of New York 


A Complete Fire Insurance Reference Work Under One Cover 
Over 1000 Pages of Profitable Information 


More Than 5000 Subjects Treated 


Numerous Illustrations 


THIRD EDITION, ENTIRELY REVISED AND GREATLY ENLARGED 


Over 500 New Subjects; 37 New Illustrations; 250 Additional Pages. 
Subjects are arranged alphabetically and well cross-indexed. 
Subjects covered embrace practically all fire and special hazards of 


Chemicals, Processes and Materials Used in Manufacture or Commerce, 


Standard Fire Insurance Policy Conditions, Definitions of Insurance Words and Phrases, 
Descriptions of Various Forms of Insurance, Dangerous Subjects Under Trade Names. 


The third edition of the above-named book, of which the earlier editions 
have proved very beneficial to those engaged in fire or marine underwriting 
or in the prevention or extinguishment of fire, will be of even greater service, 
especially to 


Insurance company managers Fire marshals Inspectors Underwriters 
Department managers Insurance clerks Local Agents Counter men 
General agents Insurance brokers Loss adjusters Map clerks 
Special agents Examiners Marine underwriters __ Placers 
Schedule raters Students 


Handy Size—Thin Paper—Flexible Cover 


PRICES: 
Per Copy (regular edition) $6.00 
OURS 5 6 6k os enone gene $ 65 a er ne $190 
BP Is 6 6345 49s re $120 oe er ee $330 


Edition de luxe, real flexible leather, gilt edges, thumb indexed, $10. 


, THE SPECTATOR COMPANY 


Publishers ; 
CHICAGO OFFICE 135 Wittr1dM STREET 
INSURANCE EXCHANGE NEW YORK 








35 











"HE 


SPECTATOR 


Thursday 








ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 











W. A. Johnson, Pres. J. A. Walker, Sec’y and Treas. 


MISSOURI 


Life and Accident Insurance Company 


Home Office 
St. Louis, Missouri 


Capital fully paid $100,000.00 


ADMITTED ASSETS DEC. 31, 1921 $396,291.00 















FIRE AUTOMOBILE MARINE 


rt HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HAROLD Knox 
Secretary 


HENRY G. BARBEE 


President 








WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY ~- = DETROIT, MICH, 
(Same Management as Federal Casualty Company.) 











SALARY AND COMMISSION 


1 offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 


Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 
Write for information to 
Miss Frances D., Partridge 
Supreme Record Keeper 
Port Huron, Michigan 


Miss Bina M. West 
Supreme Commander 
Port Huron, Michigan 





“GRAND RAPIDS LABEL CO. 


DISPLAY 


a 
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UBLICATIONS OF C. & E. LAYTON. _ 
; The undersigned are sole agents in the United States for the old li 
ouorning png Ao ee & — — of London, England, et pay ge 
ications on fire, life, marine and other branches of ins 
valuable and standard treatises on these subjects. ee 
SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 








SECOND EDITION—JUST PUBLISHED 


HANDY 
INSURANCE CHART (1922) 


of 
BRITISH COMPANIES 


Transacting 


Fire, Marine, Personal Accident, Em- 
ployers’ Liability and Miscellaneous busi- 
ness. 

Eighty-one pages of valuable information, including 
figures of the last published accounts, and the three 
previous years. 


Useful to Bankers, Investors, Merchants, Shipowners, 
Insurance Brokers and Insured generally. 


Published by the Post Magazine, London. 


Can be ordered through THE SPECTATOR 
COMPANY. 


Price, delivered, $1.50 

















January 25, 1923 





THE SPECTATOR 
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ILLINOIS BANKERS 
LIFE ASSOCIATION 


Organized November, 1897 


MONMOUTH, ILL. 


I 4 





. Financial Statement 





nox ? January 1, 1923 
. LEDGER ASSETS LIABILITIES 
a, lst Mortgage Farm Loans............ $2,042,300. 00 Death Losses Proven and Unpaid... .. NONE 
ee a re ee 155,000.00 Death Losses Reported (Proofs Incom- 
ie School Bonds.................--.555 133,711.49 Ce ee er ere ee $78,132.00 
+ No Municmpe otis. ... .. . 26.6 vces 356,671.45 Disability Losses Reported (Proofs In- 
IGAN Bank Stock. [se eieed enqwad seen sty > 30,464.74 CHUM ir wie kao ha as eawae 2,250.00 
Cash in Bank and Treasury.......... 143,963 . 94 Installment Payment (Not Yet Due)... 12,668 . 06 
LICH, Cie ORBE. ows 5 kh cece ce aceon ds 18,409.28 Accrued Tanes Feet. 5 cick cswwssssx 28,307 .31 
Advance Prensiums..............-ss- 13,707 . 23 
in Commissions Due Agents ee 981.65 
a Savings Fund Deposits............... 2,899.84 
eg 9 Accounts Payable Est...............- 6,875.65 
e the most Balance to Protect Policy Holders... .. 2,734,699. 16 
MI hie ison dating Waa esinaon $2,880,520.90 ribo nan see $2,880,520.90 
EW YORK 
- General Information 
Ceci ati TI go 5a 6 Scag mainan eas 3.).d0it eae eee slo $1,841,687 .78 
eit Ne iit Bsicknie neta etd sak abe4d es Peete eee 645,857 .55 
Lanne: Pe See ENN... «5 6 hc en oe ve han e to eawalen ns eee 5,983,075. 15 
Death Rate Per Thousand Members: 1922... . 2... 2. eveeiinccciwnevenesces 59.62 
22) il RS I kc die keke edhe eee eRe Eeae eee 166,762 .27 
. Average Wate of Tntereat Harned, 1027... - «6500 oc ses enwaw seeeeawes anne ees 7.50 
ies See Be os oe ee eae oe 4nd s ow mide heed Pewee 18,901,000 .00— 
aaa i Fe, Ti 0s SH, 5 5 66 a 08 r as 09+ 0 es emeeeentdaetas sees 104,883,609 .91 
ee ee ee ee were rey rrr rr 681,922.93 
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Gain Insurance in Force, $2,697,452.50 
Surplus to policyholders per thousand of Insurance in force, $26.09 





Pure Protection Life Insurance at Low Cost 
$1,000 


ANNUAL PREMIUM AGE 


$19.56 45 


Writing both men and women ages 15 to 59. 


AGE ANNUAL PREMIUM 


30 $14.19 40 


Other ages and amounts in proportion. 
a single life. 
Double Indemnity and 20 Pay Accumulation. Operating in 18 states. 
available for progressive life insurance men. Write today. Agency Department. 





ANNUAL PREMIUM 


$23.75 


$50,000 on 
Issuing five up-to-the-minute policies, covering Term, Ordinary Life, Installment, 
Liberal contracts 
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SPECTATOR 
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W. E. SMALL, President 


$2,089,936.09 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


@Georgia Casualty Company, macon, 6a. 


AUTOMOBILE 
PLATE GLASS 


BURGLARY 
LIABILITY 


AN AMERICAN COMPANY 


E. P. AMERINE, Secy, 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 

















HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 

Premiums received during the year 1921 

Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, E 

Amount Added to the Insurance Reserve Funds 

Net Interest Income from Investment 
($642,638 in excess of the amount required to maintain the 

reserve) 

Actual mortality experience 53.44% 

lneurance in Force 

Admitted Assets 


$6,990,547 


4,740,340 
2,121,307 
1,964,056 


of the amount erpected. 
$223,116,887 
43,222,328 
FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 
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MORE THAN $285 500, 000. 090 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accident: il loss of sight, limb or life, or for loss of business 
time by sickness. 
In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 

CONTINENTAL CASUALTY COMPANY 

H. G. B. ALEXANDER, President 


General Offices: Chicago, U.S. A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 








Kansas’ Greatest Life Insurance 
Company 


Announces a wonderful new line of Policies with what it be- 
lieves the most complete and remarkable rate manual ever 
offered the Insurance Solicitor. 


The Farmers & Bankers Life Insurance Co. 


Home Offices Wichita, Kansas 








THE TEXAS LIFE INSURANCE C0. 
WACO, TEXAS 


JOHN D. MAYFIELD 
President 


Oldest Legal Reserve Insurance Company 
in Texas 


I. J. MAYFIELD 
Secretary 


Writes All Forms of Standard Policies 














The Home life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


policy contracts from 





This Company issues all modern forms of BIRTH 


to 60 years next birthday. 
eee abate POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DIS, AB ILITY a 
TOTAL AND PERMANENT DIS ABIL ITY CLAUSES and DOUBLi 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life nadie panei peace of 

mind to the man who loves his famil). 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 














ACACIA'(MUTUAL LIFE ASSOCIATION 


THIS DID NOT HAPPEN BY CHANCE 

. $42,448,000.00 

_. 30,124,750.00 

. 101,222,295.00 
4,613,494.57 
1,518,954.00 
1,282,156.00 


New Insurance Issued in 1921. 

Gain in Insurance in Force. 

Insurance in Force December 31, ‘1921. 

Assets. : ye weeny ene 

Increase i in Assets 

Increase in Reserve..... 

Increase in Surplus. ; war 225,575.00 

UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURIT Y—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
FIELD FORCE 


WILLIAM MONTGOMERY Homer Suliting 
P- etAaewt +e 


Waahinegton, D. 


WANTED: PRODUCERS OF GOOD BUSINESS 
IN INDIANA, KENTUCKY, ARKANSAS, 
ALABAMA, FLORIDA, AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


Indiana National Life Insurance Company 


INDIANAPOLIS, INDIANA 























B. Powers, Cha airman of the Bos ards Darwin W. Johnson, Pres. 1. Smith Homans, Sec’y & Actuary 
Thos, J Johnson, Treas Louis G. Russell, Vice-Pres. & Mgr., Industrial Dept. 
D.G. Roach, Field Mgr., Ordinary Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bldg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 
We have some good territory in Kentucky and Alabama still opem 
and to first class men, we can offer a good proposition. 


Address the Company 





Jec'y & Actuaty 
Dept. 


. Co. 


fth St. 


ICY 


he 


still open. 





